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This Prosperity Is Different 


By Archer Wall Douglas 


In Co-operation with the Research Staff of LaSalle Extension University 


N past years, as in 1919, prosperity came with 

rising prices and with buyers clamoring for 

materials and merchandise far in excess of 
their immediate needs. Stocks of many kinds of 
merchandise were much greater than the amounts 
needed for actual consumption. Swollen inven- 
tories at high prices had to be financed at the 
banks. Loanable funds became scarce. Forced 
sales started prices downward—and the crisis 
came, leading quickly into depression. 

Our prosperity of today is not like that. Prices 
have been falling and inventories are comparative- 
ly low. Yet the volume of business as a whole has 
continued high. Employment and wages are good, 
although here and there in the United States we 
find a few weak spots. 


Producing Capacity versus Profits 


UR national producing capacity is now so large 
and is increasing so fast and so steadily that 
our consuming capacity has to be forced along by 
lower prices and by constant catering to the uni- 
versal desire for greater conveniences and luxuries. 
We have mammoth resources of raw materials, 
labor-saving and cost-cutting machinery and other 
equipment, and of power; we constantly invent 
better methods of producing things; and as con- 
stantly we are inventing new things to be pro- 
duced. 

But our consumption of goods and services lags 
behind the rate of production. Consequently, we 
have strenuous competition for sales on the part 
of many producers. This not only lowers prices 
but also runs up the cost of sélling and distribution. 


Lower prices and higher selling costs are not fully 
offset by lower producing costs per unit of product. 
The smaller producers who cannot enjoy the lower 
costs of large-scale production face vanishing prof- 
its. The larger low-cost producers are able to make 
a good profit only by maintaining a large volume of 
sales. Their net profit per unit of sale is small. 


Real Wages Were Never Higher 


UT present conditions were never better for 


the wage earner. He in particular profits by 
lower prices wherever employment is high and 
wages are good. He has more dollars, and each 
dollar buys more than formerly. And this fortu- 
nate condition may continue a long time, for the 
number of both skilled and unskilled workers is 
not now augmented as fast as in former years 
when immigration was unrestricted. 

The improved condition of labor is one of the 
prime factors in fortifying the opinion of those 
who say that there is a real foundation for believ- 
ing that good times will continue. Good wages and 
relatively low prices are, in fact, the backbone of 
large sales volumes in nearly all lines of business— 
and the working man has a comparatively long way 
to go before he loses interest in satisfying new 
wants and desires. 

Certainly there is nothing in present conditions 
to warrant a pessimistic outlook for business as a 
whole, other than the customary seasonal and local 
variations. Business in general gained ground 
during June, with much favorable weather for the 
crops and with resumption of agricultural activi- 
ties in the flooded districts as the water receded. 
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Bigger and Better Profits 


More Thrusts at the Curse of the Shoe Trade 





(Following the publication last week of a 
number of letters from merchants through- 
out the country to A. H. Geuting, president 
of the National Shoe Retailers Association, 
commenting on his recently published book, 
“The Curse of the Shoe Trade,” we present 
this week more of these letters, giving a cross 
section of the mind of the trade on this all- 
important subject—Epitor’s NOTE.) 














Mark-Up Based On Service 


“T was very much interested in reading your ar- 
ticle on ‘The Curse of the Shoe Trade.’ We cer- 
tainly know there is something radically wrong with 
conditions, although I don’t know how much worse 
they are in our trade than in some other similar 
groups. Probably they are a lot worse in our trade 
—at any rate, most of us feel so. 

“It is right and proper that the retailer get paid 
a profit for the service he renders the public; on 
the other hand, there is, as you know, and stress in 
this article, a very vast difference in the service 
which different retailers render in putting shoes on 
the public’s feet. None of us would question the 
service that stores like your own, with its splendid 
fitting organization, render in this respect. For 
some of the other types of retailers to get any- 
where near the same mark-up as a reward for the 
kind of service they give would be as unjust as 
possible. If the retailer is merely a package goods 
dispenser by reason of lack of proper training or 
knowledge, he is a menace to the trade, particularly 
in the better grades. Some recent articles in the 
trade papers and, in fact, the newspapers, have 
stressed this very strongly. 

“T will tell you, straight from the shoulder, that 
the greatest handicap we have today in making 
shoes that are as near right as we know how is the 
fact that the retailer won’t buy them if we make 
them right. I am talking of 95 per cent of them 
throughout the country and not of the very small 
percentage like yourself who know what it is all 
about in the men’s shoe business. To me it is the 
most discouraging aspect of our kind of shoes to 
be compelled to make them less right than we know 
is correct in order to be able to sell them to what 
is, at least in our case, a very representative cross- 
section of the best this country affords in men’s 
shoe stores. 

“T don’t know that there is anything that any of 
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us can do to remedy the situation, but it certainly 
is placing a big tax on the public in comfort and 
money to have such bungling handling as is regu- 
larly given the customer’s feet in the men’s shops 
today. 

“T certainly am with you in any effort to raise 
the standard of retailing, and I believe that when 
the standard is somewhere near within hailing dis- 
tance of what is proper the merchant won’t find 
any difficulty in making the public pay him a profit. 
I don’t think some of the retailing adds enough 
value to the shoes to be entitled to the mark-up it 
gets.” Paul Jones, Commonwealth Shoe & Leather 
Co., Whitman, Mass. 


* * * 
Living Down An Unjust Reputation 


“T desire to acknowledge receipt of a copy of 
your book, ‘The Curse of the Shoe Trade, and 
How to Remove It.’ Please accept my thanks for 
the book, as well as my expression of belief that 
it contains a much needed message to shoe retailers. 

“One of the outstanding facts of our line in trade 
is that of insufficient mark-up in the average store, 
and the consequent precarious position of so many 
dealers who should be well established after twenty 
or more years in business. 

“In our store we have been getting a profit com- 
mensurate with quality of merchandise and service 
rendered. We believe, as you do, that the public 
should pay the shoe dealer a living wage. It is a 
difficult matter to swing the public into an appre- 
ciative mood of the facts, however, and many peo- 
ple regard the shoeman as more or less of a land 
pirate. The writer recalls vividly the attitude of 
the President of the United States during the period 
immediately following the signing of the armistice, 
and also the fact that the then Secretary of the 
Treasury and others in high position rather en- 
couraged the people to think the shoeman an ex- 
ceptional extortioner. 

“Tt takes the people a long time to forget so great 
an indictment from so high a source, and it also 
takes the shoeman a long time to live down the 
unfortunate and unjust stigma. Coming from an 
administration that achieved somewhat of a repu- 
tation for needless use of public funds, it seemed 
rather inconsistent, to state it mildly, and we be- 
lieve the facts warrant language even more con- 
cise and forceful. 

“Of late years we see the people’s protest toward 
the stores handling the better grades in their swing 


-to the chain stores and cheap merchandise. This 


condition is rather tough on the dealer who is try- 
ing to sell high-grade shoes, and it will take him a 
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long time to get back his old customers, many of 
whoin seem to think he has been, and is asking too 
much for his merchandise. The shoe retailer, it 
seems to me, deserves a vote of thanks for trying 
to hang on in the face of dirty competition, style 
changes, inferior goods from one time dependable 
sources, and all the rest that enters into his tale of 
woe—if he allows himself to tell it—and with the 
public buying fewer shoes each year, with the land- 
lord keeping his rent too high and sometimes rais- 
ing it in the bargain, truly the shoe man is hero of 
no ordinary sort.” M. R. Doty, Doty the Shoe- 
man,” Stamford, Conn. 


* * x 


if the Doctor, Why Not the Merchant? 


“I was much interested to receive your letter 
of the 13th, and although the book has not yet come 
to hand, I am able to comment upon its contents, 
from a perusal of the article in the RECORDER. 

“T have been selling shoes for twenty years my- 
self, and feel that daily contact with people and 
their attendant foot ailments of all descriptions, has 
taught me something. Of late years it has come to 
me forcibly that, despite this knowledge and ex- 
perience, I am unable to cash in on it. I cannot 
charge my customers for what I know. I cannot 
charge a fee for advice, which has often meant 
the first foot comfort in years to scores of clients. 
I can only charge the price of the shoes, and in 
many cases complaint is made that the price is too 
high. However, it is my opinion that such com- 
plaints are based upon the prices advertised so 
widely by concerns striving for volume, rather than 
stability, because we find that a customer rarely 
criticizes the price when he returns for a second 
pair. 

“For the past four years we have specialized on 
corrective footwear. Only once have we run a sale 
and that was last year, when we were obliged to 
move on account of our old building being torn 
down. During that sale we closed out certain lots 
of styles not to be repeated, but not once have we 
cut the price on any standard styles. I question if 
we have lost the sale of a pair through not running 
hectic bargain sales. Personally, I despise them. 
The trade you get at such a sale never calls to pay 
you a profit for the bargain you may have offered. 
Such trade waits for the next sale. Let us not, how- 
ever, blame the public. We are to blame for edu- 
cating our customers to expect such things of us. 
We have hammered the sale idea for so many years 
it will take a lot of undoing to establish again any 
sound idea of a standard price and value. 

“Your article is absolutely sound, and I hope it 
brings about a reformation in our business. I have 
my doubts, however, because we do not stick to- 
gether as a craft. If certain styles are recom- 
mended for certain months’ selling, some smart 
retailer tries to beat the rest by showing these shoes 
weeks or months ahead. Then the others become 
panicky, and all follow suit. I wish there could 
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be some concerted action, but it looks at present as 
if such action would have to be individual, rather 
than collective. But more power to you and your 
pen. Other jabs of the same sort may serve as 
awakeners.” Roy S. Whitmore, Whitmore’s Shoe 
Shop, Providence, R. I. 


* * * 


The Price Cutter Does Not Succeed 


“In the 61 years our concern has been in busi- 
ness, the third generation now taking active hold 
of same, it has been our uniform experience that 
the price cutter does not succeed, and while for a 
time he undoubtedly disturbs concerns doing busi- 
ness on a legitimate basis, he eventually passes out 
and leaves the field to the concerns who do business 
on a legitimate and honest basis. It is said hell is 
paved with good resolutions, and we believe it is 
also true that the path of business is strewn with 
failures, due to price cutting. 

“No business can succeed without an adequate 
and legitimate profit, and we must surely commend 
you for bringing this so forcibly to the attention of 
the trade. 

“Unfortunately, price cutting does not only exist 
in the retail trade, but is also extremely prevalent 
among shoe manufacturers, and as a result the busi- 
ness mortality among them is constantly increasing. 
The drive is for volume, and in the anxiety to 
obtain this volume costs are lost sight of. Then, 
too, so many have no adequate information of costs 
and are blindly quoting prices that must spell dis- 
aster. In our own business we have just had our 
cost system audited by experts at a cost of several 
thousand dollars, and we believe if manufacturers 
generally would do this, conditions in the trade 
would be materially improved. 

“There is one class of shoe merchants, the so- 
called sharp shooters, who are also largely to blame 
for the bad conditions existing in the manufactur- 
ing, as well as the retailing of shoes. This class by 
any means, foul or fair, lure the manufacturer into 
accepting orders that he knows are taken at either 
a loss or without profit, but accepted with the ex- 
pectancy that the added volume will enable the man- 
ufacturer to eventually make a profit. These sharp- 
shooting dealers entirely disregard the rule of ‘live 
and let live,’ and can only see the profit their sharp 
tactics momentarily produce. 

“We know the really big concerns do not follow 
this reprehensible practice, realizing full well the 
importance of protecting and conserving their 
source of supply. 

“You will pardon us for writing you at this 
length, but the subject you have touched on is of 
such vital importance to the trade that to the writer 
it appeared that just an acknowledgment of the 
receipt of the book would not adequately express 
his appreciation of your efforts to improve the con- 
dition of the shoe trade generally.” E. B. Pieken- 
brock, E. B. Piekenbrock & Sons Co., Dubuque. 
Iowa. 
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Getting More Shoes Sold Right 





Sandbagged for Ads 


LMOST every shoe merchant has experienced 

“& this. A committee from some church or fra- 
ternal order enters the store with a solicitation to 
place an advertisement in a program or publica- 
tion. This solicitation is backed up with a mild 
threat, approaching gentle blackmail, that it will 
be'to the merchant’s interests if he will patronize 
this printed matter. He is told that the congrega- 
tion, or order, will consider it a great “favor” or 
that if he declines it will be considered as “un- 
friendly.” 

Retailers’ associations in many cities and towns 
have successfully combatted these approaches by 
acting as a unit in declining to be sandbagged. 

Every shoe merchant knows that if he patron- 
ized one-half of the schemes presented for his con- 
sideration he would have very little. left on the 
profit side of the ledger at the year’s end. They 
are as numerous, almost, as the sands of the seas. 
Most wise is he who has the courage to stand firm- 
ly against such solicitations. 

That which is fair to the merchant should also 
be fair to the manufacturer. Retailers should not 
countenance practices among themselves that they 
denounce among their home folk. 
business for the retail merchant to decline to pa- 
tronize the hold-up program then it is good busi- 
ness for the manufacturer to decline to contribute 
to the many so-called advertising schemes offered 


him. 










If it is good . 








There is a growing feeling among manufacturers 
that organizations of retailers should be self-sup- 
porting and that they should not be called upon 
to finance the activities of any organization or asso- 
ciation. We have seen far too much of programs, 
“official organs,” and other printed things that 
fasten themselves upon the manufacturer’s 
finances. It is no more fair to ask shoe manufac- 
turers to support retailers’ conventions and publi- 
cations than it would be to ask the shoe retailers 
to finance a meeting of manufacturers. ; 

One of the most efficient and beneficial organiza- 
tions in America is the Association of National 
Advertisers. This organization holds two conven- 
tions a year. Never since its inception has this 
great organization asked a penny from any person 
for the financing or support of itself or any of its 
activities. As one of the leaders of this associa- 
tion said: “A convention that cannot finance it- 
self should not convene, and an association that 
cannot support itself should not associate.” 

The Association of National Advertisers is made 
up of sales and advertising managers of the world’s 
greatest manufacturers. The members pay dues 
sufficient to defray all expenses and the conven- 
tions are self-supporting to the last degree. Is it 
not a worthy criterion? Is it not about time the 
trade as a whole should consider better a code of 
ethics? 

The mere fact that a shoe merchant buys a con- 
siderable amount of goods from any manufacturer 
does not justify him in asking for contributions in 
the way of advertising in any sort of publication. 
Let us have less of it until the practice becomes as 
extinct as the dodo. 


Buy “Home Folk” Shoes 


HOSE beautiful, colorful, enticing shoes that 

you bought a few months ago with such high 
hopes, what of them? Where are they now, on 
your shelves or on the feet of the populace? What 
happened to them? What are you going to do with 
the residue? Like lambs to the slaughter they will 
go and your dreams of profit go along with them. 
Next time consider the age-old adage—buy for the 
people you know you can sell. Don’t allow any 
high pressure romancer to oversell you. Keep one 
ear to the ground and both eyes on the horizon. 
Buy shoes for Dorothy, Janie, Sarah, and Susan 
who live in your town and who patronize your store 
regularly. Avoid styles and sizes for Jeanette, 
Yvette, Guineverre and Amee in far off places. 
You will never see the color of their money. Stay 
at home in your buying and you will fare better 
in the year 1928. 
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Don’t Tell the Public 


REAL western merchant expresses himself as 
follows: “With deepest humility I bow, 
salaam, make obeisance to the master intellects 
that have hit upon the way out of our wilderness 
and into the promised land of better business. 
After a year of nightmare in the retail business I 
see the clouds clearing away and the happy land 
in view. Wonderful! wonderful!” 
Here is new thought with a vengeance. When 
the business of retailing shoes gets to the point 


where there is neither profit nor pleasure in it, - 


when the great public becomes as indifferent to 
shoes as a school of porpoises, when we have to 
fight for every sale we make, here come the master 
minds with the solution: “Raise prices! Scare 
them into it! Tell them shoes are going to be high- 
er and watch them rush in to buy!” Again, I say: 
Wonderful! It surely took a lot of gray matter to 
think that out. 

And the public will react to it as it does to the 
matter of voting. (One-fourth of the registered 
vote turns out.) The average woman will say: 
“What’s that? Shoes go- 
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killed a beef yistaday and throwed the hide away. 
They don’t pay me enough for a raw hide to pay 
me for bringin’ it to town. Guess we can go along 
with the old shoes fer a while.” 

The only exception to the general outcry against 
higher prices for shoes will be the jazz babies who 
buy things because they are expensive. She will 
buy her head off if we can only get the prices high 
enough. But she is a very small part of the busi- 
ness of this great and growing nation. 

The backbone of the business is the medium 
class people who work like Trojans for thirty a 
week and out of that pay installments on a half 
dozen things. Each dollar is spent before it is 
earned. Each dollar is budgeted and the addition 
of twenty-five cents throws the whole thing out 
of kilter. 

The time has long since gone by when Wall 
Street makes the nation turn flip-flaps at its 
will. And with the passing of that fetish the 
tendency to stampede and “lay in” supplies be- 
cause of a threatened advance in prices. The 
World War saw too much of profiteering and rais- 
ing prices. People are all fed up on that stuff. 

Some of these master 





minds have short 





ing to be higher? Well, @ 
as if they were not high 
enough now. Well, I will 
just wear my old ones 
till they fall off before 
I will pay more for a 
new pair.” And the 
men folk, how will they 
take the news? About 
like this: “Oh, shoes 
higher, eh? Well, well. 
Did you see that -the 
Cubs are climbing? Oh, 
yes, shoes going up. 
Well, let ’em go and see 
if I care.” Don’t tell 
the public everything. 
There are too many 
flannel mouthed dealers 
who just blab, blah and 
blew. A price on a shoe 
is for “value given.” 
Imagine an old 
rancher coming in from 
a distance of thirty 
miles to buy shoes for 
his family. He is told 
that shoes are going 
higher because of a 
scarcity of hides and 
stiff advances in the 
market. He will spit on 
the floor and remark: 
“The hell you say. I 














plan for the future. 


doing. 


Knowledge is Power. 
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The Reason Why 


THAYER, McNEIL COMPANY 


Boston, Mass. 


For the past fifteen years I have read the Boor 
AND SHOE RECORDER with a great deal of interest 
and have always found it to contain pertinent read- 
ing matter and a great many good ideas. It is 
always a welcome visitor to my office and I especially 
recommend it to out-of-town readers. 

Wishing you continued success, I am, 

Sincerely yours, 
(Signed) HAROLD L. McNEIL, Pres. 
* % * 


Harold McNeil is a very busy man—but, never- 
theless, he always finds time to read and think and 


The fact that he does take the time to read his 
business paper is one of the “reasons why” his 
business is such an outstanding success. a a 

He is familiar with trends of trade and style, and 
he knows what other successful merchants - are 
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memories. They seem 
to have forgotten the 
boycott of the House- 
wives’ League against 
high priced sugar, 
meat, turkeys and a lot 
of other things that 
seemed to them to be 
too altitudinous. They 
may find themselves in 
the position of that fa- 
mous general who 
marched his men up 
a hill and then—right 
down again. 

Certain shoes can 
stand “a fashion price,” 
but look well to the 
standard shoes _ that 
they fit in the public 
purse. Have a care! 


The world is disposed 
to hold up to contempt 
the man who profits by 
the opium trade or the 
gains of bootlegging. 
How about the man 
who supplies shoes to 
incompetents who crip- 
ple the feet of millions? 


President. 













































ERCHANTS are ever on 
M«« lookout for better and 

more selling urges. The fol- 
lowing ideas may be used exactly as 
presented or they may be elaborated 
on by merchants everywhere. The 
source of ideas sometimes dries up, 
and this series of ideas may re- 
plenish the supply. 


Source of Style Origin 


The actual: packing case in which 
the shoes have arrived from the 
factory lends some authenticity to 
the newness of the shoes on display. 
Pictures of the factory where the 
shoes were made, and correspon- 
dence between store and the factory 
with regard to the styles may be 
shown. If possible a model might 
he shown with a little history of the 
development of the styles. There’s 
a romantic feeling in a display of 
this sort that will add greatly to the 
appreciation of any style which hap- 
pens to be launched in the store. 
True, it takes time to do all this, 
but every store that is different is 
so only because someone is willing 
to spend the time and the money to 
make it. A photograph of the win- 
dow might be used in the newspaper 
advertising and the following cap- 
tion used in both the window and the 
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The window sign painter can be called in to help create this “Visions of Fall 


For Early Autumn Selling 


Tackle the Seasons in Advance 


newspaper: “Styles That Wi!l Make 
Autumn Fashions.” 


Spot Light Window 


Out of a large sheet of heavy 
black cardboard fashion a funnel 
with the large end placed toward 
the front of the window. At the 
back of the window have a shoe 
properly spotlighted, for night dis- 
play. It would be a good idea to 
have the shoes on a turntable so that 
the display in the funnel would 
change. A specialty house will fur- 
nish a turnstyle at a moderate cost, 
no doubt, and this will become a 
valuable property to have. At the 
top of the window, at the back, the 
following caption can be used: 
“First Appearance in Public—Point- 
ing the Way to Fall.” 

Nothing else in the window but 
the above central display and black 
velvet draping. Windows in all 
shops are getting too competitive in 
luxury and abundance of material. 
What is needed is more simplicity, 
which is in itself a most luxurious 
element. 


“Visions of Fall” 


For an illustrative theme this 
“Visions of Fall’ idea is a good one. 
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” qwindow 





It could be used in the window and 
in the newspaper advertising. Show 
a fall boulevard scene in the clouds 
with the shoes displayed below it. 
In the window a cutout hanging 
midway of the up and down dimen- 
sion and toward the rear of the 
window. The illustration here pro- 
vides the material necessary to the 
carrying out of the idea. 

For the copy for the newspaper 
advertisements use the following: 
“Visions of Fall—Are you the kind 
of person who hates rush seat hub- 
bub in going to the theater, who 
avoids the congested vacation re- 
sorts, who never buys an automo- 
bile because it happens to be the 
popular car for the year? 

“Then you are the one to whom 
this advertisement is directed. 

“Before the fall is very far ad- 
vanced you will see many adaptations 
of the styles now on display here. 
By that time the chic of Parisian 
boulevards (an elusive quality at 
best) will have been lost in the 
hodge-podge. 


Forecast for Fall 


“The greatest tribute to one’s per- 
sonality comes from wearing clothes 
that are uncommon.” 

For the window card the caption: 


[CONTINUED ON PAGE 46] 
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Pick a good pattern and play 
it every way for profit. Take 





more time to select the right 





number and have faith in 








your purchase. 


Here we show a selection of 
the smartest footwear pre- 
sented by New England to 
the merchants of America. 








A well balanced selection 
satishes more customers to 
your profit and prestige. 
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On the floor of the huge Statler ball room were 
the booths of New England manufacturers. 
Here were the condensed table displays while 
the complete lines were shown in the sample 
rooms on other floors for the practical purpose 


of ordering and selling. 
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New England tried some- 
thing new 1n a presenta- 
tion of the spirit of style 

- rather than the actual 
modeling of style. On the 
ball room stage twice a 
day appeared a welcome 
advertisement — a revue 
called “Dancing Shoes” 
with a Broadway cast in 
thirteen scenes and set- 
tings. 
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s (he walks iv beauty 


To catch the spirit of a trend in style there is 
no better place than a national gathering of shoe- 
men just previous to the opening of a new season. 
Significant, therefore, was the gathering at Boston 
in July, where merchants from every part of the 
country met manufacturers, principally from 
New England, and considered what Miss 
America, her mother and junior sister will wear 


for Fall. 

















C SIDS smarty lo Ful 


No less significant of the times were the displays 
of men’s footwear. Manufacturers have taken 
into consideration not only the accepted theory 
of shoes for occasions but also have recognized 
that even for the same occasion, different types 
of footwear are desirable. Shoes with simple 
patterns for the smooth fabric conventional suit 
— shoes with pinking and perforation for the 
rough finish mixtures— colors in harmony —a 
wide variety of toe shapes. 
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How To Duck Competition 


Solving a Problem of the Small Retail Merchant 


BY HARRY LOCEY, 


First vice-president of the California Shoe 


ERE is the situation 
H the smaller city deal- 

er finds himself in 
every once in a while. His 
limited output forces him to 
_buy smaller runs of sizes 
than the man in the city. So 
to be safe he decides to buy 
shoes in sizes he is sure he 
can sell, so he buys all 4’s to 
7’s, and then it seems to him 
that every woman who comes 
in the door wears either a 
8 Aora9 AAA. Then he de- 
cides he is all wrong, and will 
buy the next lot in all sizes 
and widths from 2% to 9; 
these sell well at first until sizes are 
broken in the middle, then it seems 
that every customer who comes in 
wears a 5 or a 51%. Like the fruit 
grower, he always has the wrong 
sizes. 

We hear a great many stories of 
Henry Ford’s ability to specialize, 
and one is told of his advice in spe- 
cializing the shoe business. He was 
asked how he would do it and coun- 
tered by asking the best selling 
sizes, and was told that the best sell- 
ing women’s size was 5 and the best 
selling men’s size was 9, so he, in all 
his wisdom, said then that if he 
were running a shoe store he would 
buy all women’s shoes in size 5 and 
men’s shoes in size 9. I hardly think 
we have come to a point where we 
want to concentrate that much, in 
spite of our many problems of sizes. 


CAREFUL survey of the prob- 
lems that confront the shoe mer- 
chant in the smaller town shows that 
he has all the problems that confront 
the man in the city but he has some 
of them in a more acute form. He has 
as many sizes and widths of feet to 
fit, has a more limited clientele to 
draw from, has more competition per 
capita, his customers read the Sun- 
day newspapers and occasionally 
visit the city, and come into his little 
store expecting him to carry all the 
high styles shown in San Francisco 
and Los Angeles. 
Right here is where he makes his 
first mistake—he mistakes an in- 


Retailers’ Association 


course, he should know what 





CTT, 


What are the problems of a small re- 
tailer? 

How do his problems differ from those 
of the big city? 

Do we have too many styles? 

Do we want to carry the same styles 
as our competitor down the street? 

Can a shoe merchant in a small town 
compete successfully in all grades with 
every other merchant in town? 


MANLULEECUPUOOUAEUUALLGAGAS SUSU aN 


is going on in the city, but to 
try their methods in a smaller 
town is ruinous. But, on the 
other hand, there is nothing 
to prevent him from buying 
just as good shoes, and just 
as attractive styles in smaller 
quantities. 

I feel that too many mer- 
chants in the smaller towns 
spend their time in imitating 
their competitors, instead of 
daring to be original in their 
treatment of local conditions. 





quiry for a demand, and proceeds to 
stock up on the shoes that are un- 
suitable for his community, although 
going big in the city. He is too 
afraid of losing a sale, so tries to 
carry everything that is asked for. 
A man in a smaller city has to be 
more particular in his buying and 
be certain that every shoe that he 
selects is right for his locality, and 
not buy what he is told is at that 
time the biggest hit in the city— it 
is probably already too late to buy 
that style. 

It is a mistake for the smaller city 
man to try to keep pace with the 
merckant of the larger city. Of 


Why, inquires Mr. 
Locev, should a man 
butt his head into the 
stone wall of compe- 
titton— 


They are too apt to step into 
competition, instead of keep- 
ing away from it. John Jones, down 
the street, shows some green alli- 
gator shoes, and instead of asking 
himself whether there is a local de- 
mand for these shoes, the merchant 
immediately orders some himself, 
thereby stepping directly into com- 
petition. Again, a new store opens 
up with cheap $5 shoes. Immediate- 
ly every store in town comes out 
with scads at $4.85. The reaction is 
that every customer feels that shoes 
have suddenly come down in price, 
or that every store has turned into 
a cheap store, consequently the good 
merchandise is purchased elsewhere, 
and the better merchant wakes up to 
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the fact that his good trade is gone, 
his cheap trade is unsatisfactory, 
and he must begin to rebuild from 
the foundation to regain his better 
clientele. 

The remedy for this ill is to be 
yourself—not the other fellow down 
the street or in the next town; re- 
fuse to be frightened or stampeded 
by what you hear about him, or what 
he is going to do. Half the time it 
is only a false alarm. 

Does the average small-town mer- 
chant advertise enough? He has a 
wonderful chance to do some good 
institutional advertising for himself 
—the rates are low and there is 
usually not much competition for 
him in the advertising columns; in 
fact, I am astounded to look over 
paper after paper from the smaller 
towns and find no shoe ads. The 
average merchant is afraid to adver- 
tise, because he feels that he does 
not know how, and afraid not to ad- 
vertise. So he does a certain amount 
when business is good, and when 
he should advertise the most, he 
stops, says that he cannot afford it 
—business is rotten. Would not a 
small, even run of copy, used in small 
space but often, be of much more 
real benefit for him than this spas- 
modic advertising? 


HEN we have the merchant who 
does not have toadvertise because 
everyone in the community knows 
him.. But the old-timers on whom 
he depends for his patronage move 
away and die faster than he realizes, 
and the newcomers do not know of 
him, so that in a few years his busi- 
ness dwindles to where it is un- 
profitable and he must sell out or 
face bankruptcy. 
Are children’s shoes profitable in 
a small store? Is it not rather a 





BOOT AND SHOE RECORDER 


point that the average dealer is not 
giving the attention to his children’s 
cepartment that he does to his men’s 
or women’s sections? Neither is he 
so particular in his buying. A great 
many dealers are closing out their 
children’s departments because they 
do not want to give their time to 
making these smaller sales. But 
they are overlooking the fact that 
these children of today will be the 
big buyers of tomorrow, that they 
will be the mothers and fathers of 
your future shoe trade, and that it 
is much easier to get them into your 
store then if they have been in the 
habit of coming there since infancy. 


HALL we ask the manufacturers 

to cut down on styles, which are 
wrecking the small merchant today, 
so we are told. Style is a bugbear 
with all of us. Many merchatns claim 
that they are losing a lot of money 
trying to keep up with style. Is it 
not a case of making the wrong se- 
lections? Is it not a case of letting 
someone sell them more styles and 
pairs than they can market profita- 
bly in a reasonable length of time? 
Wouldn’t we make more money if 
we forgot to buy some of the styles 
that we are doubtful about when 
we selected them, and had more 
widths and sizes in the styles that 
we had confidence in? Could we not 
serve the customers better, whose 
patronage we wanted, if we let the 
other fellow carry the extremes of 
style and price and we concentrated 
where we could get the greater vol- 
ume? No merchant need regret the 
business he would lose by so special- 
izing, but instead could make of him- 
self the outstanding shoe merchant 
of his community by daring to be 
original and different from his com- 
petitors. 


—when all he needs 
to do in many cases 
is to walk around it 
or ignore its presence 
compietely 
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Can a merchant in a small town 
compete successfully in all grades 
from the outlet store handling the 
cheapest kind of shoes up to the 
stores showing the finer shoes dis- 
played in this convention? It can’t 
be done. No small store is large 
enough to handle all grades. Even 
the big city stores do not try to do 
it; in fact, they do their business in 
fewer grades of merchandise than 
the average country store. Look at 
the stores of outstanding success in 
the cities, who sell all their men’s or 
women’s shoes at two, or three, or, at 
the most, four prices. They are not 
so easily overloaded, consequently 
more apt to make money. 

It takes courage to tell a customer 
that you have no shoes to sell at the 
price she wishes to pay, that you 
have good shoes at reasonable prices, 
shoes that will bring back satisfied 
customers, but that you do not carry 
shoes at prices to compete with every 
cheap store in town. Then you have 
the “ritzy” customer to contend with, 
who comes in wanting to attract at- 
tention, to be seen and heard by 
everyone in the store, who asks for 
everything she knows you do not 
have, and would not buy in town if 
you did happen to have what she 
asked for, and who wants to tell you 
just what is the latest thing in shoes. 
Every town is afflicted with this 
type, large or small, and a successful 
merchant must have backbone enough 
to feel that her trade is not essential 
in a small community. 


O make a success in a smaller 

city, a merchant must find or se- 
lect his field, concentrate on it and 
develop it, and forget the rest. If he 
wants to play for the better medium 
trade, which, in my opinion, is the 
most satisfactory, he will have to buy 
shoes that are not too cheap to be 
good, not too expensive to be over 
the pocketbooks of the bulk of the 
customers, carry plenty of styles, 
sizes and widths to cater to this 
large portion of the population, and 
not worry over the rest whom he 
cannot satisfy. If he wants to play 
the cheap trade, he will find that he 
has to confine his attention to that 
grade alone, and will find himself in 
competition with the buyer of the 
chain or department store, with his 
buying power of a thousand stores, 
who buys the same patterns from the 
large wholesale factory who sells all 
the other small stores in town the 
same shoes under several different 
names, but who gets a big discount 
while the small store is baited on to 
buy more shoes than he needs, with 
a little extra dating at certain off 
seasons, but gets no discount. 
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[CONTINUED FROM PAGE 38] 
“Visions of Fall—Command Ad- 
miration Because Unusual.” 

A sign painter may be called upon 
to make up a huge thermometer with 
the different shoes and colors that 
are going to be worn later. 

Then a large reproduction in the 
form that the weather report is is- 
sued upon in the local paper would 
be made up with the following word- 
ing on it: “Conditions Settled for 
Fall. Temperature dropping stead- 
ily with increasing favor toward 
blues and browns.” 

Use the same illustrative idea 
in the newspapers with copy as 
follows: “The leading authorities - 
on style are pointing out the 
possibilities of blues and browns 
for fall. 


“As approaches 


the season 
fancy will throw itself whole- 
heartedly into this vogue, but 
the time to be different is now. 

“The shoe you wear now ought 
to be the kind which makes others 
want to follow suit—that’s dis- 
tinction and it expresses better 
than anything our shoes.” 


“Gainsborough” Window 


Blue window, nothing but blue 
shoes, with a reproduction of 
Gainsborough’s Blue Boy on dis- 
play. The story of this painting 
may be told. Get the local printer 
to set the following story in 18- 
point type and run on a large 
sheet of paper. Put a border 
around the paper or card to 
“dress” it up. Set in a large size 
type, the cost of printing ought 
to be very reasonable. This is the 
story: “Blue is the coldest color 
there is. It doesn’t contain any red 
or yellow, which are the warm colors, 
and before Gainsborough made this 
painting, the opinion was generally 
held that a painting could not be 
made attractive or pleasing withthe 
cold color blue predominating. <A 
discussion between Gainsborough 
and other artists of the day led to 
his saying that it could be done, and 
he started to work on this painting 
with the expressed idea of having 
the blue color predominate. His suc- 
cess is seen in the finished work, a 
reproduction of which is shown here. 

“The new color for fall is blue, 
and it fits into the scheme of dress 
with the appropriateness that is to 
be seen from the artistic point of 
view in Gainsborough’s painting.” 


“Lizard” Window 


Lizard’s popularity provides a 
theme for a window in the following 
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fashion: At a local costumers may 
be hired a stuffed lizard, or if there 
doesn’t happen to be any local cos- 
tumer, one may send out of town to 
one. 

Extending half way across the 
window, a fence made of cardboard 
can be erected and the lizard can be 
placed as coming out from behind 
the fence, with a sign hanging out 
of his mouth bearing the caption 
“Lizards are Coming.” 

On the fence, a sign reading 
“Don’t be on the fence about Lizard 
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The live model in the window for 
“Source of Style Origin” theme 











— 








Shoes—Their popularity is assured.” 

For the display of the shoes, or 
the arrangement of the shoes, rather, 
have an artist draw a head and a tail 
of a lizard on cardboard and place 
the shoes in a line to represent the 
body of the lizard. 


Coming Fall Styles Cast Their 
Shadows Before 


In the window, have a cutout of 
a shoe about three feet high or larger 
properly lighted from behind so that 
it will throw a clear shadow of its 
shape on the floor toward the front 
of the window (this for night dis- 
play). In the daytime, the “shad- 
ow” may be put into the window in 
the form of a black paper cut out in 
the form of a shoe. 

To get this effect at night, while 
difficult, is not impossible. Hidden 
at the top of the window at the back 
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should be a spotlight of sufficient 
size to throw a good clear shadow, 
and to prevent any diffused rays 
from entering the front of the win- 
dow, a heavy black drapery arranged 
with the form of a window to let the 
light through onto the shoe cutout. 
This shadow could be cast to one 
side of the window and the display 
of shoes could be lighted up by soft 
lights carefully arranged not to in- 
terfere with the shadow. 
A caption to read “Coming Styles 
Cast Their Shadows Before.” This 
can also be used in the newspaper 
ads with the following copy: 
“The stylish woman has begun al- 
ready to ‘see’ what she will wear 
for fall. She has been to Paris 
for the season, to the Riviera, or 
to London, perhaps, and has heard 
the murmers of approval with 
which certain costume motifs 
have been met. And when she 
steps off the gangplank on Amer- 
ican shores you may expect to find 
some of those very styles in her 
trunks. 

“But she’s only one in a thou- 
sand or ten thousand who can do 
this, and it isn’t necessary. 
Cables and fast ocean liners make 
it easy for the style scouts of our 
factories to interpret the mode as 
fast as it appears at the races or 
on the boulevards. Where have 
you seen shoes like these? No- 
where as yet this season, we’ll 
venture to say. This is their first 
appearance,” 


Getting Customers to Buy Early 


Send out a special announcement 
of “Class A” footwear for fall, for 
early buying. The idea is to have 
a limited number of fine styles 
for “Class A” customers, and when 
they are sold not to have any more. 
This idea will give a merchant an 
opportunity of displaying styles in 
his windows that are better than his 


ordinary run of styles and which 
bring a higher-than-usual price. In 


limiting the number of pairs to be 
sold, and making the purchaser a 
leading customer of the store, one 
has distinction at its best. Setting 
a limit on such shoes will prove a 
good way to sell them. Make such 
advertising as individual as possi- 
ble. Pick the names carefully of old 
customers whom one knows will be 
interested. 
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ANOTHER SHOE 
DEVOTED TO 
FASHION’S FUNDAMENTALS 


Created by 


HUB GORE MAKERS 
Branch of EVERLASTIK, me I 


CHELSEA,MASS -- 1107 BROADWAY, N.Y. 
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These LEADERS of the SHOE INDUSTRY 


Stitch with CORTICELLI GILT EDGE MACHINE SILK 


BECAUSE: Silk stitching stands up better under 
the elements and hard wear. Silk stitching looks 
EDWIN CLAPP & SON, INC. neater because it is finer and because silk sinks 
W. L. DOUGLAS SHOE CO. _ into the leather. A silk seam does not collect 
REGAL SHOE CO. dust and dirt. Silk stitched seams are stronger 
and more elastic, hence do not break or rip. 
M. A. PACKARD CO. 


And because the cost is negligible—for silk 
THE RICKARD SHOE COMPANY stitched men’s shoes, only 1)2 cents more per 


BANCROFT WALKER COMPANY pair, women’s only 2 cent more per pair across 


BLISS & PERRY COMPANY _ the board! Let us submit guaranteed figures 
covering costs for your styles. 


THE CORTICELLI SILK COMPANY 


130 Essex St., BOSTON 136 Madison Ave., NEW YORK 
1314 Washington Ave., ST. LOUIS 159 St. Paul, ROCHESTER 


SILK MACHINE ST 


The fixtures illustrated are of 
“California” design, of genuine 
American Walnut, featuring 
dashes of color, or gold strip- 
ing No. 1840 Plateau, 
12”x24”x8” high is $16.00 


and many others 














Fixtures Should Help Sell Shoes 
Shoe Stand — Goodwin Fixtures Do No. 743 


12”—$5.00 Pedestal 
18"—$5.25 “—— 12”"—$5.00 
Goodwin Fixtures enhance the appeal of any Ne 


24”—$5.50 
— shoe window. Their beauty of design and ae ros 
finish, sound construction and reasonable 
prices, make them popular with many of the 


largest users. 


The variety of styles and prices are illustrated 
in the Price List. 


Shoe Store Fixtures 
Store Designers and Store Builders 


C. L. GOODWIN & CO., Inc. WORCESTER, MASS. 
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The 
MIAMI 


One strap cutout patent 
leather—fancy perfora- 
tion kid-lined, French 
binding — Leather or 
wood heel. 


Sizes 11144 to 7 


The 
JANE 


One Eyelet Tie 


Patent Leather 104 cut- 
out fitted in gold thread 
kid linings, French 
binding. 

Sizes 814 to 2 


No. 80 





How Ready Will 
YOUR Fall Stock 
Be for the 


Growing Girl? 


\ ' YiLL you be able to 
show her styles that 
have been especially 


created to meet her re- 


freshingly youthful ideas? 


The stores that are beating 
last year’s figures every 
month are the ones with 
a Junior Department that 
has become a primary fac- 
tor in the business—not 
just a side line for the 


women’s department. 


Such stores usually have 
Ferris shoes to show their 
customers because they in- 
terpret the advance styles 
on lasts that are built 
especially for the growing 
foot. 
Fall numbers that will 


dress-up any stock. 


Here are several 


Shoes 
PHILADELPHIA 


No. 345 


The 
DANDY 


Tan Calf Vamp and 
quarter — stroller calf 
shield tip, foxing and 
eyelet stay. 


Sizes 1144 to 7 


The 
IRIS 


Two Eyelet Tie 


Patent Vamp and quar- 
ter, black and white 
gingham calf saddle 
and tongue, kid-lined— 
French binding — cov- 
ered heel. 


Sizes 214 to 7 


No. 570 


me FERRIS SHOE seo 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest 


Welt Factory at Philadelphia, Pa. Turn Factory at Cleveland, O. 
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a of Ruby Kid fi yt necessary 

ne hea avy: ne gy re: le re 
in order to obtain the r es finish s 
much desired in bla ck kid shoe 


Ruby Kid reta s br 7 through- 
out the proc a :.. cakill ng and 
anuiiliinn and, in “ims through the 
life of the shoe. 


This is because we use a very light and 


also very durable finish which permits 
an extraordinarily high polish on the 
grain of the skin. 


JOHN R. EVANS & COMPANY 


CAMDEN, N. J. 


(Branches in all principal shoe centers) 


“Ctandardize ae 


Evans Brands 


» JZeather P 


a : 











52 BOOT AND SHOE RECORDER July 23, 1927 








properly. The holding power of the attaching nails 
is not sufficient to hold the heel securely throughout 
the life of the shoe. ; 


Effect _ 


You expose your customers to the dangers that ac- 
company the loss of a wood heel. You also lose m 
their good will, for your shoes have failed to give S 
proper service. of 


Wood Heels come off because they are not attached 
M 
B 


Remedy —_- : 


The extraordinary hold- 
ing power of Alpha USNC ‘7 
Wood Heel Screws 





has solved this trouble- - 
some problem. Specify _ 
them in all your wood- - 


heeled shoes. This 
thoughtfulness means 
satisfied customers. Farsighted retailers forestall 


vain regrets by insisting 
on the use of Alpha Wood 
Heel Screws by the manu- 
facturer. An important little 
detail that will safeguard 
your customer and help 
create good will. 








United Shoe Machinery 


Corporation 


BOSTON, MASSACHUSETTS fol 
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Who’s Who on the Road 


N. S. T. A. Cooperating with N. S. R. A. on $4,000,000 Campaign 
To Help Merchants Sell More Men’s Shoes 


RANE A. REDDY who assists 
James R. Rounding, in representing 
the J. J. Grovers’ Sons, in New Eng- 
land, has recently added a new line— 
that of Dodge Bros.’ special process 
turn shoes and will cover the same 
territory for this house. 





é¢QQOUND at last 

—an. honest 
golfer in the per- 
son of M. P. Brin- 
gardner,” was the 
unanimous de- 
cision of the trade 
in general who 
participated in the 
various golf tour- 
naments held on 
Country Club Day 
during the recent- 
ly held Boston 
Shoe and Leather 
Fair. Martin P. 
Bringardner hails from Logan, Ohio, 
and played in a foursome on the Com- 
monwealth links with Jack Osborne of 
Stephenson & Osborne, Ted Dow of 
the Dow Leather Co. and Sam Stevens 
of McNichol & Taylor, Inc. Martin’s 
luck was “agin” him and he “’fessed 
up” at the finish to making one hole in 
23. He was awarded one dozen golf 
balls for his “George Washington” ad- 
mission. 





Martin P. Bringardner 





HE Boston Shoe Travelers’ Associ- 

ation executives feel greatly hon- 
ored to hear that Alfred J. Sweet, head 
of Alfred J. Sweet, Inc., selected the 
prize which they gave in the recently 
held golf tournament on Country Club 
Day as the closing event of the Boston 
Shoe and Leather Fair. Mr. Sweet 
made the best score in the manufactur- 
ers’ class. 


M. KING, one 

* of the sales 
leaders of the 
Brown Shoe Co., 
who formerly 
covered Waco, 
Tex., territory, re- 
cently moved _ to 
San Antonio, with 
— permanent sample 
room at Room 304, 
Menger Hotel, and 
now covers the 
trade of the latter 
city, and a smal] 
stretch of adjacent 
territory. Mr. King has been a mem- 
ber of the Brown Shoe Co.’s sales force 
for over twenty years. Before going 
to Waco to live, he had made San 
Antonio his home, and when he was 
permitted to make his own selection of 





J. M. King 





By HELEN M. HANEY 


territory, on account of long service 
and good work, he decided to return 
to San Antonio, where he has a more 
concentrated trade. “This is a happy 
arrangement all around,” writes Mr. 
King, and the idea of being at home 
practically three weeks out of four is 
a pleasant thought.” 





OMER BEALS of Noblesville, Ind., 

vice-president of the N. S. T. A., 
made a flying trip to Boston, on a re- 
cent Saturday, in connection with busi- 
ness for his house, the United States 
Rubber Co., which concern he repre- 
sents in western territory. 





L R. CRITCHFIELD, formerly 
¢ with Johansen Bros. Shoe Co., 
has joined the sales force of the Wise 

Cooper Shoe Co. of Auburn, Me. 
Mr. Critchfield will cover Ohio and the 
Middle West. He will make his head- 
quarters at Indianapolis. 





RICHARD HOCK, secretary of the 
Ohio Shoe Travelers’ Association, 
who travels Ohio for the “Great Scott” 
line of shoes and took a holiday over 
July 4, with his family, at Willoway 
Beach, on Lake Erie.—(UTPS). 





GOOD TRADE TEAMWORK 


The N.S. T. A. office is to co- 
operate actively with the N. S. 
R. A. in the big $4,000,000 cam- 
paign for the purpose of creating 
a better men’s shoe consciousness 
on the part of the public. As 
every retail shoe merchant is to 
work individually with the N. S. 
R. A., so is every N. S. T. A. 
traveler to be supplied, individ- 
ually, by the N. S. T. A., as well 
as through his house, with sales 
creative literature. There will be 
ideas on window trims, newspa- 
per advertising and other public- 
ity material. The N. S. T. A. of- 
fice has been appointed as a com- 
mittee of one to act as a co- 
operator with the N. S. R. A. 
office in putting across this idea 
100 per cent. Retail shoe mer- | 
chants throughout the country 
will thus be able to readily 
recognize N. S. T. A. members 
by the special helps which they 
will give them. Manufacturers 
throughout the country are urg- 
ing their salesmen to join the 

A., on account of the 
better cooperative work which 
they can give retail shoe mer- 
chants to sell more men’s shoes, 
and to sell more men’s shoes for 
the right occasions. 














AUL R. CONNOLLY, salesman for 

Bond Shoe Co. of Lynn, is prepar- 
ing to go on the road again, with new 
strength and optimism. He has been 
on the sick list for the past five months. 
He will travel as far as Georgia for his 
first trip. 


EORGE 
GREGORY 
of New York, 
with offices in the 
Marbridge Build- 
ing, who repre- 
sents the Carlisle 
Shoe Co., in 
styleing and 
selling the line, 
made a visit to 
the Boston Shoe 
and Leather 
Fair. Mr. Greg- 
ory had _ recent- 
ly returned East 
from the West Coast, and came on to 
Boston “to see the old-time crowd,” he 
said, “and to get a little information. 
“I do not think that the fall will be a 
black season, by any means. The darker 
shades apply only to street wear; we 
must not neglect reptiles in that class, 
nor the nut and Havana browns. For 
evening, there will be more beautiful 
fabric effects than ever. It is foolish 
to talk so flatly about 65 per cent and 
75 per cent black. For street, there 
will be about 50 per cent black and 
brown worn.” 





George Gregory 





MONG the tireless workers on the 

hospitality committee of the Bos- 
ton Shoe and Leather Fair was H. P. 
McNulty, who represents the A. G. 
Walton Co. in the Merrimack Valley 
territory of Massachusetts. 





DWARD J. 

MACKLIN, for 
ten years connected 
with the promotion 
of high-grade lines 
of stylish ortho- 
pedic shoes, now 
represents the 
Bender Shoe Co. 
of Lynn, Mass., 
makers of a high- 
grade line of fash- 
ion welts for stout 
women and misses. 
Up to the present 
time, these shoes 
were sold to Lane Bryant, exclusively, 
for their fourteen different stores. With 
July 1, it was planned to increase their 
facilities to extend their business. Mr. 
Macklin was at the Statler Hotel in 
Boston during the Style Show and 
showed this line to his many friends in 
the trade. 





Ed J. Macklin 
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A— the Philadelphia boys who 
showed eastern lines at the Boston 
Shoe and Leather Fair was Frank L. 
Fitzpatrick, representing the Old 
Colony Shoe Co. When interviewed, 
Frank was surrounded by a group of 
men’s shoe buyers, who kept him busy 
explaining the merits of his line. Mr. 
Fitzpatrick reports a good business. 
At the present time, he is spending 
what leisure time he can get in the 
preparation of a booklet, called “The 
Philadelphia Shoe Traveler,” which 
will make its appearance about Sept. 4. 


Make BAUMOEL, for many years 
traveling salesman for Friedman 
Shelby branch of the International 
Shoe Co., Endicott-Johnson Shoe Co., 
and for the Hart Shoe Co. of St. Louis, 
is now a manufacturers’ agent for 
novelty shoes. “Styles of Tomorrow,” 
his card reads. He has a permanent 
sample room in the Jefferson Hotel, St. 
Louis, and represents several eastern 
lines. - 


[e4t8 has claimed Percy D. Ruark, 
thirty-one years old, a salesman 
for the Baltimore branch of the Crad- 
dock-Terry Company. Mr. Ruark had 
been in ill-health for some time. Fun- 
eral services were held at his late 
home, 4705 Willison Street, Norwood 
Heights, and burial was in Mount 
Olivet Cemetery. He is survived by 
his widow, Rose E. Ruark (née Beach). 
—(UTPS). 


ILLIAM E. BRENNAN, who 

travels Pennsylvania and Ohio 
for Richards & Brennan Co., Randolph, 
Mass., returned home from an eight 
weeks’ trip in time to show his com- 
pany’s line at the Boston Shoe and 
Leather Fair. Mr. Brennan reported 
that it has been “a fair break between 
black and tans,” with his trade. “Grain 
leathers are popular sellers for fall,” 
he said. 


RT MARTIN of Jackson, Mich., 

will start out for his new connec- 
tion, the Wise & Cooper Shoe Com- 
pany of Auburn, Me., about Aug. 1. 
He will cover Michigan, Wisconsin, II- 
linois (including Chicago), Indiana, 
and the Twin Cities. Mr. Martin has 
been traveling his territory for a num- 
ber of years past, and is well ac- 
quainted with the trade. He is a mem- 
ber of the Boston Shoe Travelers’ As- 
sociation. 


ARRY L. WHITCOMB of Abing- 

ton, Mass., former shoe traveler 
for twenty years for T. D. Barry Co., 
J. M. O’Donnell Shoe Co., and in his 
most recent representation, for the Old 
Colony Shoe Co., died recently at St. 
Petersburg, Fla. He was fifty-three 
years of age. He retired from the 
road about five years ago, and had 
engaged in the hotel business—in the 
summer at Onset, and in the winter, 
at Florida. He Jeaves a widow and 
a daughter. 


AUL F. BERNARD is New Eng- 

land representative for Silas Mus- 
liner, Inc. of New York, and made “a 
big hit” at the Boston Shoe and Leath- 
er Fair, showing his company’s lines 
of fancy shoe leathers. He explained 
to visiting buyers that the cobra, 
python, water snake, and other reptile 
effects, were tanned for the most part 
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Peggy Hirshberg 


Miss Marguerite Hirshberg, 
known by her many friends as 
“Peggy,” is selling the Fair-Sex 
Shoe Co.’s line, made in Lynn, 
Mass., in Chicago, and adjacent 
territory. Miss Hirshberg not 
only sells shoes, but demon- 
strates to retail shoe merchants 
just how nicely they fit by show- 
ing them on her own feet. “Peg- 

” was formerly a professional 
model for The Fair Sex line. She 
has a pleasing personality, and 
is an exceptionally good sales- 
woman. This clever combination 
of shoe model and shoe traveler 
has already proved a most suc- 
cessful one in number of orders 
booked by “Peggy.” 











on calf or goat leathers. The coats 
and hats to match were tanned on 
sheepskin, all water repellant; some of 
the coats had fur trims; some were 
kasha lined, and others silk lined. A 
braided effect vamp in a shoe, in colors 
of roseblush, birch, with a tinge of 
blue; and another shoe combination in 
a weave of roseblush kid with cherry 
patent leather, made by a Philadelphia 
manufacturer, attracted much atten- 
tion, as did a model, who paraded 
around the hotel, wearing a three-piece 
ensemble of shoes, hat and coat. Mr. 
Bernard gave many attractive leather 
flowers as souvenirs to visiting buyers. 





CONGRATULATIONS TO 
TRAVELERS 


Boston.—Thomas A. Delany, 
Chairman of the Hospitality 
Committee of the Boston Shoe 
and Leather Fair, is in receipt 
of a letter from Buford H. Jones, 
President of this most successful 
event, in which he said: “You 
and your committee certainly did 
wonderful work in the entertain- 
ment of the visiting buyers. You 
have served in the registration 
now for the past eight years on 
the various Boston Shows and 
are practically veterans in the 
art of taking care of the regis- 
tration of the visiting buyers. I 
wish that you would tell each one 
of the members of your commit- 
tee how much I appreciate what 
they did. You are now so much 
a part of the annual Boston 
Shoe and Leather Fair that I 
hardly know how we could get 
along without Tom Delany and 
his boys.” 
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HARLES F. SCHEIBER repre- 

sents Silas Musliner, Inc., of 100 
Gold Street, and 634 Marbridge Build- 
ing, in New York State and Pennsyl- 
vania. Silas Musliner of the firm 
covers the West; Arthur Wade is the 
St. Louis representative for this house. 


M. McDONALD, who travels the 
* South for Dodge Bros., returned 
to Boston in time to attend the Boston 
Shoe and Leather Fair. Mr. McDonald 
was interviewed in the lobby of the 
Hotel Statler with two of his retail 
shoe merchant friends—J. Schwarz of 
the Cinderella Boot Shop, Norfolk, Va., 
and Mark Silvers of Fayer’s Boot Shop, 
Inec., Savannah, Ga. He said that 
everything looks good in his territory 
for next season—in plainer effects, 
plenty of black shoes, and heels a little 
lower than last season. 


HARRY THOMAS has joined up 
with Merrill, Porter Co., Lynn. He 
started out, right after the Boston 
Shoe and Leather Fair, with a line of 
novelty McKays, and will travel among 
big cities of the Middle West. Mr. 
Thomas was formerly with the old 
Lynn firm of V. K. & A. H. Jones & 
Thomas. 


EORGE H. WILKINS, Walk- 

Over’s oldest salesman, was one 
of the central figures in the Style Show 
on the closing night of the Walk-Over 
Dealers’ Association Convention, their 
two-day session being held at the Walk- 
Over Club. A group of young men 
showed the latest footwear style for 
young fellows, ranging from sport to 
evening dress, and right in the midst 
of these was Mr. Wilkins, clad 
in a costume of plum satin, consisting 
of swallow tail coat, knee breeches, 
black silk hosiery, and low black shoes, 
with large Colonial buckles. 


DAN A. LEONARD, formerly of 
Brockton, Mass., now sales man- 
ager for Dupont Freres, Ltd., of Mon- 
treal, manufacturers of men’s welt 
shoes, visited the Boston Shoe and 
Leather Fair. Mr. Leonard has been 
connected with Canadian houses for 
about fourteen years, first in Toronto, 
and then in Montreal; for the last four 
years with his present concern. Years 
ago, Mr. Leonard worked in Brockton 
factories, and later conducted the 
Standard Shoe Store and G. W. Her- 
rick’s in that city. Mr. Leonard says 
that his clientele is buying 60 per cent 
black, and about 40 per cent light tans 
in calf leathers for fall, and all are 
equipped with rubber heels. 


E. WEATHERBY, a salesman 
¢ for the Columbus branch of the 
Endicott-Johnson Co., who underwent 
the amputation of a leg in a hospital 
in Columbus several months ago is 
again on the job and has been placed 
in charge of office sales at the Colum- 
bus branch, 240 North High Street. 
The amputation was necessary because 
of 2 swe burn received when he was 
a child. 


ICK CAREY, formerly superin- 

tendent for John Kelly, Inc., is 
now representing the Aetha Shoe Co. 
of Brooklyn, and will travel from the 
East to Chicago. He will cover the 
big cities, only, and will make his head- 
quarters in Chicago. 
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Program for Wisconsin eat 
Filled with Interesting F eatures 


Three-Day Meeting, August | | announced include ccgmenlig singing 


2 to 4, Will Stress Mer- | 


chandising Policies; 
Style Show Is Planned 


MILWAUKEE, WIS.—The complete 
program for the fourteenth annual con- 
vention of the Wisconsin Shoe Retail- 
ers’ Association which will be held at 
the Milwaukee Auditorium here, Aug. 
2 to 4, has been drawn up and an- 
nounced by the convention committee. 
One more speaker has been added to 
the business sessions. He is Richard 
Sherrington, sales manager for the 
Scheiffele Shoe Co., of Buffalo. 

The first morning of the convention 
will be devoted to the registration pro- 
ceedings and reception of guests which 
will be in charge of O. A. Hensel. The 
business of the convention will start 
promptly at 2 o’clock Tuesday after- 
noon, when C. N. Cody, Antigo, presi- 
dent of the association will open the 
convention. He will be followed by J. 
B. Langenberg, secretary-treasurer of 
the association, who will give a report. 

Four speakers are on the program 
the first afternoon. They are J. R. 
Grigg of the S. J. Brouwer Shoe Co., 
Milwaukee, who will talk on “Service 
in a Shoe Store”; E. C. Dallman, Nunn, 
Bush & Weldon Shoe Co., Milwaukee, 
“Keeping Accurate Stock Records”; R 
S. Shannon, credit manager for the 
Weyenberg Shoe Manufacturing Co., 
“The Shoe Retailer and the Credit 
Man”; and Mr. Sherrington, who will 
speak on “Shoe Merchandising.” A 
round table discussion will occupy the 
remaining half-hour of the afternoon 
meeting. 

Wednesday morning will be given 
over to business counsel and special 
committee meetings, and also to the 
registration of late arrivals. The shoe 
men will be addressed in the afternoon 
by Vinton M. Pace, manager of Gimbel 
Brothers department store, Milwaukee, 
on “Modern Merchandising” ; A. 
Puelicher, junior executive of the Mar- 
shal and Tisley bank, Milwaukee, “The 
Banker and the Business Man”; and 
by Dr. Arthur John Wilson, chief chem- 
ist for the A. F. Gallun & Sons Co., 
tanners at Milwaukee. on “Leather and 
Its Peculiarities.” Between the ad- 
dresses of Mr. Puelicher and Dr. Wil- 
son there will be one hour of round 
table discussion on footwear styles. 

The big social event of the conven- 
tion will be held on Wednesday night, 
when the first get-together banquet is 
held at the Sky Room of the Plankin- 
ton Hotel. t will start at 6.15 
o’clock. Added features not previously 





led by Al Schoenecker of the V. 


Schoenecker Boot & Shoe Co., and sev- | 


eral novelty dance numbers. 

George M. Spangler, manager of the 
National Shoe Retailers’ Association, 
will be the main speaker and the other 
speakers on the banquet program will 
be: Charles Collar, president of the 
Milwaukee Shoe Retailers’ Association 


and general chairman of the conven- | 


tion; Frank Larkin, regional director 
of the National Shoe Travelers’ Asso- 
ciation; “Lap” L. Imig, president of 
the Wisconsin Shoe Travelers’ Asso- 
ciation; C. N. Cody, president, and J. 
B. Langenberg, secretary-treasurer of 
the State association; Gordon L. Ander- 
son, BooT AND SHOE RECORDER; and A. 
C. Klein, Shoe Retailer. John Calla- 
han of Milwaukee, will be toastmaster. 

Special executive and committee 
meetings will be held Thursday morn- 
ing. The entire afternoon will be given 
over to business. The nominating com- 
mittee will make its report as will the 
resolutions committee. Following this 
the election of officers and directors 
will take place and each will be called 
upon to make a brief talk. The next 
convention city will be selected and 
there will be a cleaning-up of the top- 
ics not covered in the regular program. 
All members of the association are ur- 
gently requested by the officers to at- 
tend this important session when the 
officers are elected. 

The style show will be held on the 
last evening of the convention. Pro- 
fessional models will be engaged for 
the style show and the shoe men may 
receive the cooperation of Milwaukee’s 
women’s wear merchants in putting the 
show over. 

A special program will be provided 
for the ladies according to the commit- 
tee which held a meeting in Milwaukee 
on Friday, July 15. There will be 
shopping tours, trips through a shoe 
factory, a hosiery mill, and probably 
through a lace paper factory. Bridge 
parties will also be given. 
will attend the annual banquet and also 
the style show. 


Quits Women’s Shoes 


CLEVELAND, OHIO (UTPS)—Elliott’s 
Juvenile Shoe Store, 10536 Euclid Ave- 
nue, is at present featuring a discon- 
tinuation sale. According to A. H. 
Elliott, his women’s line of shoes will 
be sold out entirely and the store will 
handle children’s shoes _ exclusively 
hereafter. Women’s shoes have been 
carried for about two years, prior to 
which, the store enjoyed many years 
of successful juvenile merchandising. 





The ladies | 





EVERY W EEK 


Changes from Family 


Store to Specialty Shop 


T. W. Sherron Takes Radical 
Step in Merchandising 


MEMPHIS, TENN. (UTPS)—The old 
family shoe store has outlived its use- 
fulness, in the opinion of Thomas W. 
Sherron, president of the Sherron Shoe 
Company, and it is destined to fall be- 
fore the avalanche of specialty shops 
of modern times. 

That is the reason that Mr. Sher- 
ron’s company, one of the largest shoe 
retailers in this section of the country, 
is revolutionizing its business after 
fifty years of marked success as a 
“family store.” In the future Sher- 
ron’s will be strictly a specialty shop. 

Mr. Sherron announces that he will 
close out his stock of women’s and 
misses shoes immediately, renovate his 
store building and operate hereafter 
as an exclusively men’s and boy’s shoe 
store. No women’s shoes will be sold 
in the place and separate departments 
will be arranged for men and boys. 
Mr. Sherron says that the two depart- 
ments will be operated as distinct units. 

The new policy of the store gives 
this city its first boys’ shoe store. 
Heretofore, boys’ shoes have been sold 
only in general shoe stores, men’s shops 
and department stores. Mr. Sherron 
is convinced that the boys, with their 
long trousers, and other grown-up hab- 
its, represent a new and definite de- 
mand upon the shoe trade. 

“My long experience in the shoe busi- 
ness,” said Mr. Sherron, “has taught 
me that the store that gives satisfac- 
tion and service to its customers, holds 
them. With my new boys’ shoe store, 
I hope to merit the patronage of the 
future man by adequately filling the 
needs of the present-day boy.” 

But the drastic change that is being 
made by Sherron’s is not due alone to 
the company’s desire to operate a 
men’s and boys’ specialty store. The 
frequency with which women’s styles 
in footwear change is another reason 
which Mr. Sherron gives for discon- 
tinuing that line. He pointed out that 
in this age of specialization, the ma- 
jority of women prefer to buy their 


| footwear in exclusive women’s shops, 


just as men prefer to patronize men’s 
shops. The result of this preference, 
he says, is to leave the operator of the 
general shoe store with his shelves 
filled with old styles which cannot be 
sold, even at a heavy discount. In 
closing out its line of women’s shoes 
in preparation for the change that is 
to come, Sherron’s is offering all its 
women’s and misses shoes at discounts 
of 15 to 25 per cent. The stock is mov- 
ing rapidly and within a few days Mr. 
Sherron expects the shelves to be 
cleared for the new line of boys’ shoes: 
that will replace the women’s line. 
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New Orleans Shops Are 
Busy with Clearances 


New ORLEANS (UTPS)—Clearance 
sales and buyers in New York and Bos- 
ton are the usual conditions met with 
in calling on the shoe trade, at this 
season of the year. 

Every store called on in the last few 
days has the manager or owner. in the 
East looking over the coming styles. 

Ralph Levy, of Pokorny’s, the man- 
agers of the shoe departments of 
Maison Blanche, D. H. Holmes, and 
Marks Isaacs, and a number of others, 
are in the East picking the most popu- 
lar shoes for the coming seasons. 

Clearance sales, and removal sales 
are well under way with all of the 
leading stores. Shoes are being of- 
rered at lower prices than New Orleans 
has seen in some time. The light spring 
season has a lot to do with the sales 
today. 

Among the stores offering great re- 
ductions in shoes are: Pokorny’s which 
is selling their $10 and $12 shoes for 
$8.85, and Imperial Shoe Store, which 
is offering their stock of $12.50 shoes 
at $5.95, and their Johnson & Murphy 
shoes at $10.85. Mayer Isreal & Com- 
pany’s sale of $8.50, $10 and $11 shoes 
for $5.85 is one of the largest reduc- 
tions offered to the trade. 

The Emporium is selling the shoes 
designed by Jay Bee for $2.85. An- 
other sale of the Imperial offers $10 
shoes for $3.95, and 300 pairs of I. 
Miller shoes are being sold for $7.85. 
These usually bring $15. Twelve-dol- 
lar pumps, Oxfords and straps are be- 
ing sold for $5.85. 

Schiro’s Shoe Store is_ selling 
women’s shoes for as low as $3.95. The 
regular price of these shoes is $6 to 
$10. Shoes that usually sold for $7 to 
$9.50 are now selling for $5.65, and $10 
to $13.50 shoes are selling in the sale 
for $7.65. The Paris Shoe Shop will 
sell any pair of shoes in their store for 
$3.99. This takes in the newest styles 
and walking shoes as well as the more 
dressy shoes for women. 

D. H. Holmes & Company, held a 
sale of nearly every pattern of women’s 
shoes for $6.45. The prices of these 
shoes to the trade most of the time 
were $8.50 to $13. In the lot of shoes 
were sandal slippers; black satin 
sandals, eyelet tie slippers, oxfords and 
strap slippers. 

July 8, the Maison Blanche sold 1,000 
pairs of women’s shoes for $5. These 
shoes sold originally for $10 to $12.50. 
At the same time a lot of children’s 
shoes were offered at $2.45. The Cros- 
sett Shoe store is selling shoes at a 
great reduction so as to reduce stock 
before moving into the new quarters 
in the Pere Marquette Building. Men’s 
shoes that formerly brought $8 to $14 
are now being sold for $4.85 to $8.45. 


Kennedy on Leave 


PITTSBURGH, PA. (UTPS)—J. D. 
Kennedy, buyer and manager of the 
ladies’ shoe department of the Joseph 
Horne Company, has been given leave 
of absence to be gone indefinitely in 
the interest of his health. 

Mr. Kennedy has gone to the coast 
where he will reside with his son in 
Hollywood, Cal. Miss A. R. Keenan, 
assistant to Mr. Kennedy, is in charge 
in his absence. 





Beauty Contests Help 


PITTSBURGH, Pa. (UTPS) — With 
both a beauty and a popularity contest 
in progress here, local shoe dealers 
have experienced increased shoe and 
hosiery sales from the patronage of the 
scores of participants. 

The Pittsburgh Press has been seek- 
ing “Pittsburgh’s Best Girl,” while the 
Pittsburgh Chronicle-Telegraph, with 
the support of various business organi- 
zations, has been holding numerous 
elimination contests for bathing beau- 
ties at district theaters in order to 
choose a “Miss Pittsburgh” representa- 
tive to send to Atlantic City, and shoe 


men report new shoes and hosiery are: 


considered prime requisites by the fair 
competitors, judging from present 
sales. 


Change Pocock Wolfram 


to Queen Quality Shoppe 

CLEVELAND, OHIO (UTPS)—The Po- 
cock Wolfram store, 520 Euclid Avenue, 
has been fully reorganized and will be 
known in the near future as the Queen 
Quality Boot Shoppe. The store is still 
owned by the Thomas G. Plant Co. of 
Boston, and will maintain the same 
general lines of Queen Quality and 
other shoes for men and women. 

Harry Bowers was recently 
elected as manager succeeding Sam L. 
Brock. Mr. Browers was formerly in 
charge of the women’s department at 
Stone’s main store. Hobart Smith is 
assistant manager of the new organi- 
zation. 

After the present reorganization 
sale is over, new stocks will be insti- 
tuted and the store will operate as the 
Queen Quality Boot Shoppe. 


“Thanks,” Says Mr. Petot 


As John Greenberg, Boston man- 
ager of the Carl E. Schmidt Leather 
Co., donated the first prize for the best 
golfer at the Boston Show, it is only 
right and proper that the winner and 
donor should meet and admire the set 
of registered clubs and bag. Champion 
Golfer C. E. Petot, shoe merchant of 
Cleveland and other points, is register- 
ing approval, while John is doing the 
difficult stunt of keeping still. 





Des Moines July Sales 


Very Satisfactory 


Des Moines, Iowa (UTPS)—Prac- 
tically every well known shoe dealer in 
Des Moines has reported that his an- 
nual July, sale is all that could be ex- 
pected. This includes all of them from 
the $6 grade up to the $16 class. 

Milo Slade of Utica’s has just con- 
cluded a special three-day selling of 
women’s colored footwear in values up 
to $12.50, arranged in four priced 
groups of $5.95, $6.95, $7.95 and $8.95. 
He reports that the higher priced 
groups sold the best, especially the 


-$7.95, showing that the trade prefer 


to pay for good material. Boys’ and 
growing girls’ shoes also sold well. 

Heggen’s, featuring $7 and $8 quali- 
ties, at $4.85 and $5.85, in all kinds of 
colors, materials, heels and styles, have 
had a tremendous clearance. As an 
added inducement to bargain hunters, 
160 pairs of odds and ends in oxfords 
were offered at $1 per pair and some 
better ones at $2.45. 

Field Shoe Company have done very 
well with their broken and short lines 
offered at reasonable prices. They fea- 
ture the Hanan and Smith Smart 
shoes, as well as Dr. Reed Oxfords. 
Their special was 350 pairs of Ladies’ 
straps, pumps and oxfords sold at half- 
price. 

White’s, The Sleepless Shoemen, 
designated their sale as the End of the 
Season Selling for Women’s Novelty 
Footwear. 550 pairs of Novelty 
Pumps, values, $7.50 to $10, were sold 
at $5.85, while the famous Peacock pro- 
ductions went well at $8.85. They had 
two specials, a black kid slipper and 
oxford at $5.85, and a misses’ low cut 
for $1 per pair. 

Walk-Over, of course, offered their 
semi-annual chance at their regular 
stock at prices ranging from $4.95 to 
$8.95. Mr. Breck was extremely pleased 
with the result and as a side line, dis- 
posed of 300 pairs of silk chiffon hose 
at $1.49. 

De Arcy’s Boot Shop announced their 
annual summer sale of I. Miller’s beau- 
tiful shoes in three groups of $8.75, 
$10.75 and $11.75, and Mr. Pollock 
stated that the results were very grati- 
fying indeed. 


Cohn Bros. Buy Building 


WAUKESHA, Wis.—Sam and Phillip 
Cohn, owners of the Cohn Bros. Shoe 
Store have purchased the Robinson 
block here at Clinton and West Main 
Streets where their store is located. 
It is the plan of the Cohn brothers to 
remodel and enlarge the stores, and to 
expand their stock when the remodel- 
ing is completed. The new sales room 
will open on both West Main Street 
and Clinton Street. The second floor 
of the building will be made into 
offices and the third floor either into 
an apartment or hall. The Cohn broth- 
ers have been in business here for the 
past six years. 


New Shoe Stores 


Nobby Shoppe, 206 Broadway, Pa- 
ducah, Ky. shoe department. 

Betty Jane Boot Shop, Detroit, Mich. 
(Brownstein & Koffmann, proprs.) ; 
(second store here). 

Betty Jane Boot Shop, Flint, Mich. 
(Brownstein & Koffmann, proprs.). 
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“Betcha He’s A Good 
Swimmer — He Walks “Children’s Slippers” 


° 99 "ARE A BIG ITEM IN MERCHANDISING 
Like A Duck and “Kozy Komforts” individual styles and 


igh QUALITY at OUR PRICES will open 
p a new and exceptionally PROFITABLE 


Perhaps it’s a bit unfair to give the poor u 
business for YOu. 


flat-foot sufferer so much publicity. He suf- 
fers enough without it! But we are cer- 
tainly doing him a good turn in giving 
publicity to LYNCO Muscle-Building Arch ; ' 
Cushions. They will stop his discomfort— No. aap kin paoee 
mental and physical. oS ee. a 
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The Saturday Evening Post, Liberty, Colum- meta 
and 


bia and thirteen magazines of the All-Fiction 
Field are telling millions of the comfortable leade 
remedy made possible by LYNCO’S use of types 
soft spongy rubber instead of unyielding on 
metal. color 





The necessary support is there, but no retard- 
ing of circulation or freedom of movement. 
LYNCOS build up the feet to normal posi- 
tion and Nature restores the weakened 
muscles to health. LYNCOS fit in the cus- 
tomer’s regular shoes. No adjustments No. #0 60—THE 
needed. : SUEDE PUMP. A Vol- 
ume Producer. Also in 
e — P - J Colored Kid combina- 
Our national advertising is reaching mil- tions. 
lions of flat-foot sufferers. Send for our 
dealer proposition and be ready to meet 
the demand. 


KLEISTONE RUBBER CO., INC. 
209 CUTLER STREET WARREN, R. L, U.S.A. 
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New Buster Brown Store in California 


The latest addition to the chain of | signs on three sides, which makes the | 


Buster Brown and Brownbilt Shoe | store stand out prominently, the loca- 
| tion being ideal for attracting atten- 


Stores in California, has been opened 
at Modesto by C. S. Browne, formerly 
of Sprague, Wash. This store might 
be known as “The Store That Browne 
Bilt.” It is modeled after the stand- 


improvements including shadow boxes, 
both in the interior and the windows 
and is considered one of the finest shoe 
stores in the State. The room is 25 x 
120 feet, with a marquise across the 
entire front, 


tion from all directions. The windows 


| are of semi Gothic design with pillars 
| and a commanding color scheme is car- 


equipped with electric | 


ardized Brownbilt plan, with several | vind ont Se he come. 


On the opening day, a corsage was 
presented to each lady and cigars to 
the men, and toys for the children. 

Mr. Browne, being public spirited, 
has won a place in the hearts of the 
people of Modesto and is taking an ac- 


tive part in the welfare of the com- 
| munity by his activities in the various 
clubs, organizations and business cir- 
cles. 

A completely equipped and well fur- 
nished rest room for the use of the 
| ladies, is one of the pleasing features 
| of this store. 
| A children’s department in the rear 
|is furnished with specially designed 
| chairs for the little folks, the sides and 
arms of which represent various ani- 
mals and birds. 





White’s Vie with Blacks 
in Chicago Retail Stores 


CuHiIcaGco—In the retail shops colored 
footwear has been fair to good. White 
shoes have sold well. Patents and gun 
metal are strong. One strap patterns 
and the old standby T-strap are the 
leaders, followed by oxfords of varying 
types. A little suede and a little satin 
are also moving. In the flapper footwear 
low heels have been especially good and 
colored kids—in all over tans and 
greys have sold well, 14 to 16/8 heels 
being favorites. 

In the men’s shops the demand for 
the wider type toe—always a favorite 
in Chicago is becoming more pro- 
nounced and even the widest of balloon 
lasts find many buyers. Wing tips are 
popular and with the earlier summer 
buying over, the call for black and 
darker tans is stronger and stronger. 
Blacks probably are selling even with 
tans of all varieties if not in many 
cases heavier. 

The men’s trade has been more active 
than it has been for some time and 
the demand for eight to ten dollar 
shoes has been considerably better. 
There is still a heavy business in the 
five to seven-fifty lines, but in stores 
where the higher priced lines are car- 
ried, the better footwear has shown a 
very pleasant gain. 

Men’s footwear of the so-called arch 
support type has steadily grown in 
demand—one large downtown store 
selling more than a hundred thousand 
dollars worth of this footwear. Small- 
er stores are finding the semi-orthoped- 
ic lines particularly profitable. 


Adding New Members 


CoLumBus, OHIO (UTPS)—C. E. 
Dittmer, executive secretary of the 
Ohio Valley Retail Shoe Dealers’ As- 








sociation, reports quite a large number 
of new members received into the as- 
sociation since the annual meeting of 
the organization, held in Columbus in 
March. Without any especial effort, 
new members are coming in at the rate 
of four or five weekly, and the mem- 
bership is well distributed over the 
states of Ohio, Kentucky and West 
Virginia. The membership in Ohio is 
by far the largest, as the Buckeye 
State has been organized for some 
time. President J. J. Henry of Hunt- 
ington, W. Va., will soon call an execu- 
tive committee meeting to take up a 
number of important matters. 


Arkansas Buyer Makes 
Visit to Boston 


Boston, Mass.—H. A. Small, buyer 
for The Bootery, Fort Smith, Arkan- 
sas, made his semi-annual visit to this 
market last week. Mr. Small made a 
call at the RECORDER office and stated 
that he had combined pleasure with 
business; that he had visited Washing- 
ton D. C., for the first time, and was 
delighted with the Nation’s Capital 
City; he said that he had also visited 
the Selby Shoe Co.’s plant at Ports- 
mouth, Ohio. He was escorted through 
the factory by Mark Selby, Jr., and 
was much impressed with the many 
interesting departments of this factory 
—such as a complete printing plant, a 
doctor’s and a dentist’s office; he also 
noted that all at the Selby plant, from 
Mr. Selby, head of tthe house, to the 
errand boy, were like members of one 
big, happy, family. Mr. Small left 
Boston for Montreal, and then visited 
Chicago and St. Louis. He arrived at 
Fort Smith on July 18. 

Mr. Small said that The Bootery sold 
a large number of light colored kid 
shoes in the spring, but that now black 
shoes have the biggest call, in men’s, 


women’s, and children’s lines. His up- 
stairs store features shoes at from 
$7.00 to $13.50; his basement prices 
range from up to $5.95. 

“The Bootery is the highest grade 
store in Fort Smith,” said Mr. Small. 
“T have been a reader of the Recorder 
for years—I would not think of doing 
| business without it. Not only do I read 
it, but all of my six salesman, as does 
also the young woman hosiery buyer. 


Jonap Store to Install 


Shoe Department Soon 


CINCINNATI, OHIO (UTPS)—A new 
shoe department is heralded for the fall 


in Cincinnati. Recently much interest 
was aroused in this town by the con- 
solidation of H. Jonap & Co., a 57-year 
old institution, and The Denton Com- 
pany, which has been in Cincinnati for 
about twelve years. 

The Jonap store has already been en- 
|larged to accommodate many Denton 
| departments. A further enlargement 
is promised for this fall when a new 
shoe department will be installed. De- 
tails on the management of the shoe 
department will be announced later. 





Engel to Carry Shoes 


| CLEVELAND, OHIO (UTPS)—A new 
|men’s clothing and furnishings store, 
| carrying hats and shoes, will be opened 
about August 1, at 10618 Euclid Ave. 
| under the style of Jay Engel Inc. Jay 
Engel is president of the new company 
and M. S. Bialosky is secretary and 
treasurer. 

The new store will be located in a 
college district and, according to Mr. 
Engel, only the collegiate and refined 
type of shoes will be carried. About 
400 square feet of space will be given 
over to the shoe department which will 
be located in the rear of the store. 
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AY M ART SIHOES 
FOR THE FAIR SEX 
Fine McKays and Turns 
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T is evident that more 

merchants are prepar- 
ing to sell better grade 
shoes. 
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It is evident that good 
shoes—such as Henry and 
Nat Weiss make—are at 
last coming into their own. 








“THELMA” 


Style 709—8 to 11 
809—11% to 2 
Widths B, C and D 


For at no market exhibit 
within the past six years 
have our shoes received 
such enthusiastic recep- 
tion—amply proven by the 
generous orders placed. 


For the playground, for the 
party, or for any occasion, Can- 
tilever Shoes for children are 
available from __ stock. Our 
Harrisburg factory is organ- 
ized for and exclusively de- 
voted to the production of 
children’s welt Cantilevers. 
The prestige as well as all of 
the features identified with 
women’s Cantilever Shoes are 
carried through to these chil- 
dren’s lines. 


Quality shoes for quality mer- 
chants is our standard. 


A wide assortment of styles 
carried in stock. 


CANTILEVER CORPORATION 


410 Willoughby Ave., 
Brooklyn, N. Y. 


(Cantilever 


Shoe 
Jor Children 





HENRY & NAT WEISS 
Fair-Sex Shoe Co. 


LYNN MASS. 
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York Shoe Retailers 
Hold Annual Picnic 


YorK, Pa. (UTPS)—tThirty mem- 
bers and guests of the York Shoe Re- 
tailers’ Association went by motor car- 
avan to Taneytown, Md., for their an- 
nual picnic on July 14. There was an 
extensive program of field sports. The 
party was divided into teams and the 
team captained by Emanuel Cohen, car- 
ried off the honors by winning the 
potato race, the bag race and the 100 
and 220-yard dashes. The first was 
won by Jack Freedman, and the bag 
race by Harry Bamer. The laurels in 
the 100 yard and 220 yard dashes went 
to Clarence Hoff and George Smith, re- 
spectively. Prizes were awarded the 
winners in each event. A second team 
under Captain Charles Markowitz, won 
all of the special events, which includ- 
ed the fastest circling of the baseball 
diamond, the longest hit, and the base- 
ball throw. The stars in these three 
events were Lee Reineberg, Sol Wach- 
tel and George Miller. 

The baseball game between the “All 
Leather Boys,” captained by Jack 
Freedman and the “All Rubber Boys,” 
captained by Samuel Leibowitz, was 
won by the “All Leather Boys,” by a 
score of 15 to 12. The game was fea- 
tured by the fielding of George Smith 
and Earl Klunk, both of the “All 
Leather Boys.” Clarence Hoff won the 
game with his three-base hit in the 
sixth inning with the bases full. Prizes 
at cards were won by John Deininger, 
Charles Chalk and Samuel Markowitz. 

Following the sports the party en- 
joyed a chicken and waffle dinner at 
the Sobel House. At the dinner tele- 
grams expressing the regrets of 
George M. Spangler, a member of the 
National Shoe Retailers’ Association, 
and George Garman, a member of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, were read. 


Display Reptiles for Fall 


ROCHESTER, N. Y. (UTPS)—AI- 
though the summer is really only be- 
ginning here, many shoe stores are al- 
ready displaying Fall styles, chief 
among them being William Eastwood 
& Son Company. The Eastwood dis- 
play is made up almost entirely of 
alligators in various styles and shades, 
although there are some other reptilian 
shoes in the window. Judging from 
the demand already making itself 
known, the reptiles will have a big 
sale here during the Fall and Winter 
seasons. 


Fire Damages Shoe Store 


BALTIMORE, Mp. (UTPS)—A fire 
which originated in an umbrella fac- 
tory operated on upper floors of the 
building at 3 North Howard Street, 
destroyed the London Boot Shop con- 
ducted on the main floor of the build- 
ing, resulting in an estimated loss to 
stock and fixtures of about $10,000. 
The shop will be rebuilt, according to 
present plans, and the business con- 
tinued at the same address. Pending 
rebuilding, the business of the concern 
has been transferred to 117 Light 
Street, which is the Baltimore home of 
the Welton shoe. 





Boudreau Now Buyer 


BostoN —Frank Small, formerly 
manager of Shepard’s men’s shoe de- 
partment, is now salesman in the men’s 
shoe department of the Kennedy Co. 
He takes the place of Henry Boudreau, 
for three years with the Boston store, 
and now manager of the Hyde Park 
shoe department. 


Knoxville Peacock Shop 
Completely Redecorated 


KNOXVILLE, TENN. (UTPS)—The 
Peacock Shop, Clinch Street, has re- 
cently been redecorated throughout 
and the hosiery department has been 
much enlarged. Rose and green were 
employed in a most effective manner 
in the decoration, a soft deep rose be- 
ing used for the walls with the wicker 
furniture in lettuce green. The carpet- 
ing is in a very dark green with win- 
dow draperies of a gold tissue. Wall 
boxes in the rose shade are to be in- 
stalled, completing an effect that is. al- 
together quite colorful and charming. 

Two new wall units for hosiery dis- 
play have been added and more space 
devoted to the increased stock. In 
commenting on the display of hosiery 
in the floor counter, J. E. Julian, man- 
ager, stated that he was using a sug- 
gestion from a recent issue of THE 
Boot AND SHOE RECORDER in regard to 
effectively showing the line of hosiery 
and at the same time preventing the 
wear and tear of handling when dis- 
played outside the counter. 


Canadian Patents Granted 
to Barbour Welting Co. 


Boston—Canadian patents were 
granted to Barbour Welting Company 
on July 12, on their Doubledeck Welt- 
ing. This is broad in its scope and cov- 
ers the construction of shoes made with 
the so-called Doubledeck Welt in which 
a previously applied row of decorative 
stitching is supplied. The patent is 
similar in nature to the ones previously 

— by the United States Patent 

ce. 


Issue Kid Brochures 


NEw YorRK—Two handsome broch- 
ures, exploiting kidskin have been is- 
sued to a few exclusive shoe manufac- 
turers by the Kid Leather Tanners. 
One bears the title of “The Mirror of 
Fashion—the Mould of Form” and is 
devoted to black kid. It shows a num- 
ber of patterns developed in black kid, 
as well as several striking advertise- 
ments of black kid shoes by leading 
New York retailers. The other broch- 
ure is devoted to an interpretation of 
ees ideas of brown kidskin for 
all. 


Charles L. Kirk Dead 


RocHESTER, N. Y. (UTPS)—Charles 
L. Kirk, formerly prominent in the shoe 
industry here, died last week at the 
home of his daughter, Mrs. Beatrice 
Kirk Dickson, in Washington, D. C. 
He was for many years prominent in 
the shoe and leather industry here and 
at one time was a member of the firm 
of Thomas. Weaver & Kirk. Later he 
moved to Cincinnati. 





Roberts Slated to Manage 
New Ground Gripper Shop 


BALTIMORE, Mp. (UTPS)—Richard 
O. Roberts has been appointed mana- 
ger of the Baltimore. branch of the 
Ground Gripper Shoe Stores to be 
opened at 307 North Charles Street, by 
the Ground Gripper Stores, Inc., of 
New York, a subsidiary of the Ground 
Gripper Shoe Company, Inc., of Bos- 
ton. Mr. Roberts is well versed in the 
matter of corrective and_ scientific 
shoes, having been connected with the 
Ground Gripper organization for a 
number of years. For many years he 
was manager of the Pittsburgh branch 
of the Ground Gripper Stores, and 
more recently of the Hartford, Conn., 
branch. He comes direct from the lat- 
ter city. 

Mr. Roberts is now busy in supervis- 
ing the finishing details of remodeling 
and improving the building which is to 
house the store. He began where A. 
O. Wilson, Eastern District supervisor, 
1eft off. Mr. Wilson had spent som2 
time here in June, making the neces- 
sary arrangements for the opening of 
the first Baltimore Ground Gripper 
Shoe Store and the twenty-fifth in the 
chain maintained by the Ground Grip- 
per Stores, Inc., throughout the coun- 
try. It had been planned to open the 
store about the first of July, but owing 
to circumstances, it will not be opened 
until about a month later. It will open 
next week, or, at the latest, by the first 
week of August. 


R. I. Merchants’ Outing 


PROVIDENCE, R. I.—The annual mid- 
summer outing of the Rhode Island 
Retail Shoe Dealers’ Association was 
held on July 20, at Plum Beach. Autos 
left the city for the picnic grounds at 
1.15 p. m., and a party of about 150, 
including merchants and employees, en- 
joyed an interesting program of sports, 
with a Rhode Island clambake served 
at five o’clock. The event was in charge 
of R. W. Loughlin, secretary of the 
Association, and buyer at Gladding’s 
department store; Roy Whitmore of 
Whitmore’s Boot Shop, and George F. 
Pierce, Jr., of Thos. F. Pierce & Son. 


Tidewater Men Meet 


RICHMOND, VA. (UTPS)—tThe Tide- 
water Retail Shoe Dealers’ Association 
met at the Suffolk Chamber of Com- 
merce, with C. L. Bonney, of Norfolk, 
president of the association, presiding. 

President Bonney stated that shoes 
would be higher this fall. 

Those present were E. L. Baker and 
M. Eure, of the Baker Shoe Company; 
Arthur Herrick, of Ballard & Smith, 
and Walter Eason, of the Bell-Eason 
Shoe Company, in addition to out-of- 
town shoe dealers. 


Sales in Philadelphia 


PHILADELPHIA (UTPS)—Semi-an- 
nual sales are all the rage here just 
now and practically every retail shoe 
merchant as well as the department 
stores are advertising them extensive- 
ly. Whites, of course, have the call in 
sales now, but women still call for 
blacks in patent leather and there is 
some demand for the reptilian effects. 
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Howard R. Ware Company 
of 


New Rochelle, New York 
Double Their Turnover 





“We came to the decision that we would carry but one line 
of fabric rubber soled shoes,” said the buyer of Ware’s Dept. 
Store at New Rochelle, N. Y. “Every good merchandise 
man knows what too many styles of similar shoes does to 
his turnover, profits, and the effect on his sales force and 
customers. 


One of the Show Windows—Ware’s Dept. Store 


“Keds was the line that was chosen because it was the best known line of 
fabric rubber soled shoes—it offered the widest variety as to type and 
style—its service through its large warehouse stocks was of the finest. 


“Since the adoption of this one line policy—this ‘Keds only’—our turn- 
over has doubled, our sales have increased, our stocks are clean, our sales 
force know their line and we are really satisfying customers. Yes, we en- 
thusiastically endorse Keds.” 


United States @ Rubber Company 
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Gaiter Buying ‘Time Is Here 


New Lines for the Coming Winter Show 
Style and Service 


ET’S take a trip to the sample 
rooms of the leading rubber 
shoe makers and look at a 
few of the brand new fancy gaiter 
numbers. We may see the new light- 
weight, easy-to-operate automatic 
fastener models in tweed; there are 
the all-wools and the cottons—the 
latter attractive, in their fancy fleece 
linings and mixed corduroy cuffs, 
although not so rich looking and not 
so expensive as the former. 


HERE are the ankle-height, 

buttoned-under-the-cuff __varie- 
ties, very easy to snap in and out 
of, in tan wool jersey, with ad- 
justable strap and fancy silk-striped 
cuff; or in tan or gray tweed up- 
pers. A new feather-weight auto- 
matic fastened gaiter has an all- 
wool rayon lining in black, beige 
and gray, and the top can be turned 
down to give a cuff and low shoe 
effect. 


POPULAR line shows six dif- 

ferent patterns with cuffs of 
velvet or of striped and contrasting 
material, with uppers in tan, faun, 
gray or black tweed jersey and with 
gray or tan checked 


One of the new novelty gaiters for 

1927 made by The Converse Rub- 

ber Shoe Co. The upper is made 

from brown and white plaid Botany 
all wool sport flannel 


low priced gaiter. A one-strap cuff 
gaiter in the line of still another 
house is attractive in gray and tan 
tweed. A very high grade model is 
in tweed, with linings in tweed sim- 
ilar to the fabric on the outside of 
the shoe; these linings are made 
with seamless back and. when the 
linings are turned over, forming a 
cuff, no seams occur where the cuff 
joins the quarters. 


RUBBER company which is 

making many colored novelty 
gaiters is stressing the thought in 
its advertising campaign that it is 
hoped that the addition of so many 
colored numbers will broaden the 
market, and with lower selling prices 
there is a strong possibility that the 
fashionable woman will buy two 
pairs of gaiters to complete her en- 
semble and will wear them earlier in 
the fall and later in the spring. 


NOTHER company has kept its 
1927 favorites and has added 
ten novelty shoes in 36 different 
combinations of colors and trims. 
Among the two most distinctive 
shoes in this line is an ankle height 
gaiter made from Angora, a goat’s 
hair cloth with very hard and dur- 
able finish, in four colors—brown, 
blue, red and heather mixed; this 
cloth can be washed with ordinary 
soap and water, and it is said will 
retain its original luster. 

Still another interesting number 
in this line is an all-worsted serge 
in the popular colors of tan, brewn, 
gray and green. All of the models 
in this line have checked fleece lin- 

ing and tape on the 





linings; the foxing 
colors harmonize with 
the different fabrics. 
A well-known low cut 
snap type line has been 
extended to include 
many new fabrics; 
wool and rayon jersey 
are pleasingly com- 
bined. There has also 
been developed a new 
gaiter, in a_ slightly 
higher model than 
some of the other 
new lines, in an easily 
snapped-on-and-off fas- 
tening. This galosh 
has an attractive 


len, 
electric 
thickness 


diclectric 


receiver. 
principle 


1. The invention of Albert Al- 
of Boston, 
current 
to which rubber is 
rolled in the calenders. 
principle applied in radio broad- 
casting, in which a change in the 
in the condenser 
changes the wave length of the to 
Allen discovered the 
by placing pieces of 
paper, of varying thickness, in 
the condenser giving him a new 7. 
station with 
thickness in the pieces of paper. 

2. This control, in use at the 
plant of The Miller Rubber Com- 
pany, makes it possible to actual- ¢ 
ly control the thickness of rub- ne 
ber, in the calenders, to 1/1000 


ANSWERS TO “ASK ME ANOTHER” 


By M. W. Conant, Editor of “Miller News Service.” 
(Queries to which the following are replies were published in 


RECORDER’S Rubber Letter of July 9) 


by which an 
controls the 


possible. 


It is the and not encounter 
ber plays a part. 
ang, instructive 

examine one’s 


ber, in 
figures. 


some 


the increase in of solid rubber. A 


wrapped with 


the modern baseball. 


tations. 


baseball which makes home runs 


6. It is hard to cast one’s eye 
about in almost any enviroment 
some object 
made of rubber, or in which rub- 

It is interest- 
and 
surroundings 
for various things in which rub- 
form 


The first baseball was made 
rubber core 
woolen yarn and 
covered with horsehide leather is 


Great Britain controls about 
65 per cent of crude rubber plan- 


automatic fasteners to 
match the uppers. 


VISIT to Canadian 

rubber factories 
would prove that our 
Canadian cousins are 
not neglecting the 
style selling possibili- 
ties of the novelty ga- 
losh. One of the con- 
cerns in that country 
further identifies its 
product by the use of 
pictures in the shape 
of medalions on its 
soles. On account of 
the tariff barriers, 


surprising 


or other, 





name, which lends it- 
self well to effective 
window trims. 


TTRACTIVE color 
combinations in 
another line include 
buff and gray, while a 
moiré rubber vamp is 
“different” in a very 





of an inch in thickness. 

3. Akron, Ohio, is known as 
the “Rubber Capital.” The 
largest rubber factories in the 
world are at Akron, and a 
greater volume of rubber goods 
is produced there than in any 
city in the world. 

4. Rubber stock is 
with vegetable and 
coloring matter while 
rolled in the ca endars. 

5. Babe Ruth owes his fame, 
as a batter, to rubber because 
of the live rubber core in the 


colored 
mineral 
being 


9. Yes rubber latex is now be- 
inc produced from a shrub that 
grows wild in Mexico. Recently, 
Thomas Edison announced that 
a vine can also be grown in 
Florida that will produce latex. 

10. Natives of South America 
dry latex by dipping a stick 
into the milky liquid and hold- 
ing it over a smoking fire until 
the water has evaporated. This 
process is repeated until, layer 
upon layer, a “biscuit” of crude 
rubber is formed. 








however, and with Ca- 
nadian prices on rub- 
ber shoes higher than 
those in the United 
States, there is no 
competition between 
Canadian-made and 
American-made _  foot- 
wear. 
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IMPORTED WOVEN SANDALS 
FROM CZECHO - SLOVAKIA 
FOR IMMEDIATE DELIVERY 


We have just received a shipment of these popular European Sandals 
at a liberal reduction from prevailing prices, which enables us to 
offer a very pretty woven Sandal for 


See asa tate $2.90 net 


These have covered Military heels and 





which we can offer at......... 


Military heels. 


sizes 2 to 6 (very desirable sizes) 


Also a pretty Sandal with perforated vamp instead of woven vamp, 


iin Hn ea $2.35 


Sizes 2 to 61. 
This is an exceptional lot. 


If You Are Interested, We Suggest You Wire Immediately 


120 Duane Street 


for Sample Pairs 


LAZARUS FRIED & SONS, Inc. 








Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 
Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 
Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 
For Two, $5.00—Twin Beds, $6.00 
Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 
Special Weekly Rates 
Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 
Moderately Priced Restaurant featuring a peerless cuisine 
Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 





New York City 


July 23, 1927 




















Sensible Boudoirs 


Greeley Boudoir slippers are everyday, 
sensible slippers for the average woman. 
Always good sellers—in black or colored 
kid with leather or rubber heels. Car- 
ried in stock for immediate 
delivery. Your jobber 
should have them. If he 
does not—wire us. 







STOCK Deliveries At Once 


36 Pair Cases 


A. W. GREELEY 
12 Duncan Street - - - Haverhill, Mass. 
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NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “‘Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 

t increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 Seuth Street, Boston 
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P Fuh 
She 


walks. in beauty,” 
GABY 


MODEL 7684. 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THE EXQUISITE SIMPLICITY OF THIS 
STEP-IN GORE PUMP GIVES IT STRIKING 
BEAUTY. ALL BLACK PATENT, PATENT 
LEATHER BOW WITH WHITE KID CENTER 
—WHITE STITCHING ON QUARTER—OUR 
400 LAST—20/8 SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN ALL LEATHERS 
AND FABRICS NOW IN VOGUE 


BRAUER BROS. SHOE.@. 


ST. LOUIS, U.S.A. 
FASHIONERS OF WOMEN’S NOVELTY SHOES 








" KNUTE ROCKNE 


Director of athletics, Notre 
Dame University 


KNUTE ROCKNE’S ENDORSEMENT 
Helps You Sell More 








~ 


I have tried out the ARCHLETS thoroly on my 
football linemen and they all seem to feel that it 
improves their offensive charge and lessens the strain 
on the arch. 





Every football man suffering from any arch trouble 
TRADE MARK REG. said he was relieved very much when wearing 
ARCHLETS during practice. 













I can recommend them very highly to any 
coach along the lines I have 
just mentioned. 


T’S dead easy to sell ARCHLETS. When a man 
like Rockne, premier football coach and advocate 
of perfect physical fitness, uses and unhesitatingly 


endorses ARCHLETS, you may know that they are (Signed) K. K. ROCKNE, 
the finest device for relieving tired, aching feet, Director of Athletics 
strengthening arch muscles and giving complete foot Notre Dame University. 





comfort, and when you tell the customer this and .. 
show them the simple application of ARCHLETS 
they are sure to buy. 





Make every stock shoe a real corrective shoe—with 
ARCHLETS. Two profits for you—and a permanently 
satisfied customer. 














soa or sans | The ANKLARCH CO, _ ‘xextucky 


information specifying 


size of shoe. (Incorporated) 


119. SOUTH LIMESTONE 
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WHERE TO BUY 
Men’s Shoes 








ror MEN 
(P).. A. PACKARD CO., Makers (P) 
BROCKTON se 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 

















Richards & Brennan Co., Randolph, Mass. 
a ae 
B Shoes for Men S 


COMMONWEALTH SHOE & LEATHER CO. 


— 
Co Pho 


FOR MEN 











Carried Stock 
t 
11 South Street 
Besten 

BROCKTON 

CO-OPERATIVE 

BOOT & SHOE 
COMPANY 


ey 

















| HENRY LILLY CO. 
110 Duane St. — New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Shoe Market News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 


SATURDAY, JULY 23, 1927 


EVERY WEEK 








Advance Buying 
Shows Increase 


Over Year Ago 





Increased Prices Expected to 
Benefit Entire Industry 


MILWAUKEE, WIs.—Economic condi- 
tions in the West Coast territory point 
to a good business there this Fall in 
the opinion of H. P. Plass, sales man- 
ager of the Simplex Shoe Manufactur- 
ing Co., here, who recently returned 
from a three-weeks’ trip through that 
section. Mr. Plass said that the busi- 
ness situation there is good and he be- 
lieves the West will take a large num- 
ber of shoes. 

Milwaukee manufacturers report an 
increased business for the early Fall 
buying compared with a year ago. Pro- 
duction at all of the plants is at a 
good level and generally the outlook is 
encouraging. Retailers do not like the 
increase in prices but it is believed that 
they will become accustomed to the 
increase in a short time. The increase 
will be of benefit to manuracturers and 
it is believed by some that the entire 
industry will profit by it. 

Production at the Weyenberg Shoe 
Manufacturing Co. is good according 
to Robert J. Dempsey, sales manager, 
and the mail order business is consider- 
ably ahead of a year ago. William A. 
Edmonds, president of the Edmonds 
Shoe Co., said that his company is 
ahead of a year ago in sales and the 
outlook for Fall is very good. The 
trade is favoring the dark shades of 
tan and grains at present for Fall, but 
Mr. Edmonds said that the black shoe 
business is coming along well. He is 
of the opinion that this Fall will see 
a repetition of a year ago in that 
blacks will be good again. 

The Huth and James Shoe Manu- 
facturing Co., is showing a healthy in- 
crease for the Fall, E. C. Huth, secre- 
tary-treasurer of the company report- 
ed, and will have a continuous good 
volume if the business keeps coming in 
as it has so far. Mr. Huth said that 
the retailers are taking blacks and 
darker shades of tan in greater pro- 
portion than other colors, and that tie 
effects and pumps are the best style 
movers. One of the things about the 
women’s business as brought out by 
Mr. Huth is that the trade is going to 
one of two extremes, either buying very 
conservative patterns or taking novelty 
numbers. . 

The slipper business is coming along 
very. well at the Kozy Komfort Shoe 
Manufacturing Co., and Gilbert B. 
Mueller, secretary, said that the volume 
is about thirty per cent ahead of a 
year ago. The company is just start- 








Every Wednesday and Friday 








ing on its business for the new season 





and anticipates a good volume in the 
future. Production consists of the en- 
tire line, in all different colors. 


Some Women’s Factories 
Sold Ahead to Sept. 1 


LYNN—Factories are operating brisk- 
ly, but with no great rush. Shoes are 
being made for delivery between Aug. 
1 and Aug. 15, with some shops sold 
ahead to Sept. 1. Styles are of the safe 
and sane order. Ninety per cent of 
the shoes are hlack in some shops. 
Another buying movement is expected 
after Aug. 1, with the probability of 
a lively movement in smart styles, es- 
pecially in brown tones. 

Prices are much higher. One dollar 
will buy two pounds of sole leather 
today. A while ago, $1 bought 2% 
or even three pounds. A shoe manu- 
facturer says that new prices on patent 
leather are ten cents a foot higher than 
the price of the leather which he is now 
cutting. Other lines of leather, as well 
as shoe stock, are higher. Some manu- 
facturers are surprised at the willing- 
ness with which buyers are paying 
higher prices. 

New lasts show toes a bit narrower 
and longer, and heels in the 14/8, 16/8 
and 18/8 class. Insoles are fitted to 
lasts with much care. This is a point 
in shoe fitting which escapes the atten- 
tion of many fitting clerks. If insoles 
are laid to the right or left of the true 
line of the last, or extend over the toe 
or the heel of the last, the shoes can- 
not fit right, for its tread line is out 
of true. 

Pump effects are stronger in style 
than was expected. One maker of fine 
shoes is trying out some new models 
in two and three straps. Bow and 
buckle trimmed pumps are in such de- 
mand that local makers of ornaments 
are extra busy. One straps are narrow 
for dress wear, and wide for street 
and sport wear, with some of the new 
“bulge” straps more than an inch wide 
over the instep. Some new oxfords are 
of enclosed models. Some experimental 
work is being done with Wellingtons 
with six inch tops. 

White linings, than can be washed 
with soap and water, are being used in 
patent leather shoes, and also in fine 
dress shoes. In some shops, they iron 
linings with an electric iron, to refine 
the grain. 

Business in health shoes is extra 
good. Many of these are much alike 
novelties, in styles. A sole cutter say: 
his best gain this year is on soles for 
corrective welt shoes. Business is very 
good with makers of turns. There is 
a general movement to refine the fin- 
ish, both the soles and uppers, so as to 
make shoes look more like real fine 
leather. 








acc 
pan 

NY 
mov 
com 
ence 
wit] 
at § 
rect 
he | 
of |] 
cent 
McL 
the 


new 
star 
com] 
line 

dres: 
pany 
pair: 


and 
a pr 
Bros. 
of st 
plant 
to mi 
Nort] 


had ¢ 
story 
the n 
select 


Ly! 
machi 
by el 
forms 
to the 
heatec 
is bro 
the la 
shoes 
presse 
drawn 
even 1 
the ba: 





ir 


k- 
re 
ig. 
id 


of 
IS. 


of 
»S- 


ar 
er 


ju- 
nt 
an 
Ww 
ell 
ju- 
ig- 
ng 


rer 
'/8 


int 
on- 
les 


toe 
in- 
put 


yle 
ine 
els 
nd 


nts 
ow 
eet 
ew 
ide 
ure 
tal 
ons 


ed 

in 
ine 
“on 
ine 


tra 
ike 
Lys 
for 
aT 

is 


to 
ine 





July 28, 1927 


BOOT AND SHOE RECORDER 








New Touraine Plant Opens 


BROCKTON, Mass. — Installation of 
machinery for the Touraine Shoe Go., 
newly opened Brockton branch of the 
concern which operates a much larger 
plant in Haverhill, has been completed 
and cutting has been started on the 
basis of about 75 dozen a day. The 
company hopes to double this produc- 
tion when its new plant is well under 
way. J. F. Collins, one of the best 
known shoe factory executives in the 
district, has been engaged as superin- 
tendent. Solomon Bockholtz of Haver- 
hill-is president of the concern which 
announces the Brockton plant will be 
known as Factory No. 2. 





McLoughlin Shoe Mfg. Co. 
Organized in Wisconsin 


CHIPPEWA FALLS, Wis.—The Mc- 
Loughlin Shoe Manufacturing Co., re- 
cently organized by R. E. McLoughlin 
of St. Louis, has purchased the building 
and equipment of the defunct Olson 
Shoe Manufacturing Co. of this city, 
according to an announcement by W 
F. Weiler, trustee of the Olson com- 
pany. 

Mr. McLoughlin, one of the principal 
movers in the organization of the new 
company, has had several years experi- 
ence in the shoe industry. He was 
with the Hamilton-Brown organization 
at St. Louis for twelve years as a di- 
rector, and during the past ten years 
he has been with the J. W. Carter Co. 
of Nashville, Tenn. He resigned. re- 
cently to form the new company. Mr. 
McLoughlin will be in active charge of 
the operations of the new company. 

He is now in the East negotiating for 
new machinery and equipment and 
starting to build up a sales force. The 
company will manufacture a specialty 
line of young men’s popular priced 
dress oxfords and shoes, and the com- 
pany will operate at a capacity of 2,500 
pairs daily when it gets under way. 





Field Bros. May Move 


East BRIDGEWATER—Town officials 
and civic leaders here are considering 
a proposition submitted by the Field 
Bros. Shoe Co., either for the purchase 
of stock or the erection of a suitable 
plant as an inducement for the concern 
to move its manufacturing plant from 
North Middleboro to this town. Walter 
P. Field of the company already has 
had plans drawn for a building, of one 
story, such as the company desires, and 
the matter is being considered by the 
selectmen and other interested parties. 





New Quarter Presser 


LYNN—Harney Shoe Co. has a new 
machine for pressing quarters of shoes 
by electricity. Shoes are placed on 
forms of metal, corresponding in shape 
to the heels of lasts. These forms are 
heated by electricity. A flexible form 
is brought down over the shoes, as on 
the last, and pressure is applied. The 
shoes come forth from the forms 
pressed to shape, quarter lines well 
drawn in, quarter linings smooth, and 
even the binding on the quarter and 
the back seam pressed firm and smooth. 





Higher Grade Shoes in 
Much Better Demand 





Outlook for Turn Footwear Bet- 
ter Than in Years 


HAVERHILL—Better grades of foot- 
wear, both in the turn and McKay 
type of manufacture, are showing a 
notable advance after several seasons 
during which the cheaper grades have 
been a feature of local shoe production. 
The cheap McKay industry, in fact, at 
present is sustaining severe losses in 
removals, dissolutions and curtailments. 
A reclassification of the McKay indus- 
try to give a new price for cheap shoes 
has been sought in several instances to 
help retain this branch of the shoe 
business. The turn shoe outlook is re- 
garded by local shoe men as more hope- 
ful than in several years and medium 
and high grade turn lines are being 
dressed up for an active Fall and 
Winter. 

Women’s welts in the better grades 
are admitted to have won a high place 
in the trade’s regard, but to Haverhill 
this is of but limited concern, only one 
major factory being engaged in welt 
production. Novelty McKays in me- 
dium grades hold up well, several fac- 
tories being busy on immediate busi- 
ness. 

Local firms are reporting advances 
on shoes ranging from 10 to 40 cents 
a pair. Fourth of July week witnessed 
a slowing down of production, but the 
week of July 10, witnessed the put- 
ting on of a few additional cutters and 
a slight revival. A fair amount of 
business was written as the result of 
the Boston show and manufacturers 
will start the Fall business early in 
the month. Black patent and black 
satin are reported being bought in con- 
siderable quantity, also some mat kid 
and suede. Snakes, water snakes, and 
genuine lizards are appearing for trim- 
ming in the better grades. 





F. E. Adams Shows Increase 


NEWBURYPORT—The F. E. Adams 
Shoe Co., which moved to this city sev- 
eral months ago from Seabrook, N. H., 
has advanced production this week 
from 400 to 1000 pairs. The Adams 
line of women’s fine turn shoes has been 
augmented by the introduction of sev- 
eral new smart creations for the Fall 
trading in dainty strap and oxford 
effects. Blacks in patent, suede, and 
satin predominate with reptiles and 
genuine lizard being used in several of 
the shoes for trimming and smart orna- 
mentation. 





J. Menihan in Accident 


RocHESTER, N. Y. (UTPS)—James 
Menihan, son of J. G. Menihan, presi- 
dent of the Menihan Company, shoe 
manufacturers of this city, narrowly 
escaped serious injury last week when 
his automobile crashed into another 
machine here, overturning it. 


Tannery Is Enlarged 


SHEBOYGAN, WIS.—The Badger State 
Tannery Co., of this city, is building a 
two-story addition to its present two- 
story plant. 











WHERE TO BUY 
Men’s Shoes 


Gs& 


50 STYLES IN STOCK 
Ready for Delivery en the Det 


EMERSON "SHOE MFG. O06. 
Reekland, Mass. 
























HAND TAILORED’ 
HAND LASTED 


R tm F-REYNOLDs Commu 
eee BROCKTON, MASS. ne 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot Be Stetson 
‘ Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 

















WHERE TO BUY 
Standard Shoe Materials 


West Virginia 


The best raw materials contribute to 
Uniformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 











The One 
Waterproof 
Leather That 
Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tanne tes at D. aversport, 95 South St., Boston. Mass. 




















Strong and Flexible 


Counter Board 
D Made from 
GTERLING) ee © ~ 


The Sterling Fiber pene Ce. 
Sales Office, 501 Fifth Avente, 
New York 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 




















NoveltySlipperCo. 
Makers of 
Beudoir Slippers ef the 
Better Kind 
181-131 West 19th Street 
New York City 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-48 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B'way 
HGH GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterns. 
$27.00 per doz. and Up. 





sent on 

















WHERE TO BUY 


Heel Protectors 





Chicago Shoe and Leather 
Men Hold Golf Tournament 


CHICcCAGO—The annual Summer out- 
ing and golf tournament of the Shoe 
and Leather Association of Chicago 
was held Tuesday, July 12, at the 
Westward Ho Golf Club and about two 
hundred members entered the golf 
tournament. The following firms con- 
tributed prizes competed for in this an- 
nual affair: Des Anthony, Armour 
Leather Co., Ashland Leather Co., 
American Tanning Co., American Hide 
& Leather Co., C. J. Aeppli & Son, 
Boot & SHOE RECORDER, F. H. Burn- 
ham Co., Al. Bisson, Emanuel Block, 
W. C. Bowman, Crawford-McGregor- 
Canby Co., Eisendrath Glove Co., Flor- 
sheim Shoe Co., S. H. Frank & Co., 
Lyman E. Goss, Al. Goodman, E. V. 
Gale Co., Wm. Griener Co., Walter C. 
Grey, Fred Gebhardt, J. M. Kerstein, 
Hide & Leather, Henry Hand, A. R. 
Hoffmann, Olaf Hoffmann, Joe Hart, 
Huch Leather Co., G. W. Kibby & Co., 
E. S. Kiefer Tanning Co., Tom Knapik, 
Tom George Leavitt, A. C. Lawrence 
Leather Co., Frank M. Lay, T. W. Mul- 
len, A. R. Mueller, J. E. D. McMechan, 
G. E. Mattsson, Louis Marks, J. D. 
Neilson & Co., C. D. Osborn Co., The 
Ohio Leather Co., Art. Phelps, A. O. 
Russ, J. K. Reynolds Co., S. I. Reed & 
Co., J. W. Rodgers, Superior Tanning 
Co., C. W. Stafford, Shoe Retailer, Gus 
Swoboda, Shoe & Leather Reporter, 
J. P. Smith Shoe Co., Selz, Schwab & 
Co., Leo. G. Stein & Co., A. L. Webster, 
Weil & Ejisendrath, Wilson & Co., P 
C. Wilson, Richard Young & Co. 


Cincinnati Shoe Plants 
Now Running at Capacity 


CINCINNATI—Shoe factories here are 
running at capacity and, for the past 
several weeks, have enjoyed a good vol- 
ume of business in women’s shoes. One 
factory reports that they are busier 
than they have been since the war and 
others are sold up to late September. 
Black seems to be the predominating 
color and orders show a decided prefer- 
ence for plain patent pumps and three 
to six eyelet ties, although some orders 
are coming in for kid and gun-metal, 
and suedes for future shipment. A 
large percentage of the shoes being 
made up are with 12/8 to 16/8 heel. 

Salesmen in territories are getting 
good orders and the mail orders are 
holding up pretty good. Credit condi- 
tions are normal except in the flood- 
stricken area. 

Manufacturers are loathe to predict 
styles or leathers for Fall and Winter 
but there seems to be a common opinion 
that pumps and ties of patent, kid and 
suede are coming to the top and will 
be able to hold their own. 

Orders show that merchants are still 
skeptical about stocking up, but are 
buying in larger quantities than they 
were for a while. Leading retailers re- 
port black in mens’ shoes to be run- 











A PROFIT MAKER 
te retail at 


$1.00 pr. 
‘om CUBAN 
fr ante 

DOZEN 


ning a close second to tan in both calf 
and kid. Leather heels are still in big 
demand by the college type of young 
men while the business young men and 
older men show preference to rubber 
heels. A neat, narrow toe last is fast 
replacing brogues in the better class 
shoes. Calf sport shoes of black and 
white and tan and white are continu- 








MEMPHIS, TENN. 








ing to be worn. to extent. 








Carl E. Schmidt & Co., yoo me 
this novel way of announcing 
some of their new tannages at 


the Boston show. The model was 
on hand at the Schmidt booth all 
three days 





Control of Crescent Co. 
Vested in Picciocchi 


RocHESTER, N. Y. (UTPS)—Full 
control of the Crescent Childrens Shoe 
Manufacturing Company, of Mount 
Hope Avenue this city, was vested by 
stockholders last week in Nicholas Pic- 
ciocchi, president of the concern for 
the last four months. The majority 
stockholders at a special meeting sub- 
scribed to a voting trust to express 
confidence in the present management. 

Einie Fink, general superintendent 
since the company was reorganized 
four months ago, will continue in that 
capacity under Mr. Picciocchi’s direc- 
tion. 

The Crescent Childrens Shoe Manu- 
facturing Company is one of the larg- 
est concerns in the country specializing 
in childrens’ shoes. Edwin C. Redfern, 
attorney for the company, delivered an 
address at the meeting after which a 
buffet lunch was served. 





Fall Runs Start Briskly 
in Brockton Factories 


BrocKkToN—Brockton factories are 
well under way on new runs, almost 
every concern having taken inventory, 
with the exception of one or two larger 
ones which still are working on Sum- 
mer orders. More favorable weather 
through the eastern seaboard has had 
the effect of quickening immediate de- 
livery orders from in-stock depart- 
ments. The movements of whites and 
strap sandals in northern areas, par- 
ticularly in the women’s lines, is a 
noticeable feature. 

Contrary to expectations, work on 
the new run has started quite briskly. 
Some of the plants making job shoes 
have reported a quickening of busi- 
ness, and some of those who have been 
running part time are increasing to 
mid-afternoon schedules where only 
wed days of work previously have ex- 
isted. 
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WHERE TO BUY 
Children’s Shoes 


_ 


for the distributing trade only 


A. N. WOLF SHOE COMPANY 
ver, Pa. 














é6é ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F.S. ELAM SHOE co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 














WHERE TO BUY 


Shoe Ornaments 














RN; 
Studded Heels 
W22ndSt.New 





WHERE TO BUY 


Miscellaneous 

















Lape & Adler Book 


Record Fall Business 


CoLuMBuUs, OHIO—The Lape & Adler 
Company reports the largest volume of 
business booked for fall delivery in the 
history of the company, which is sold 
up to October 15. If business continues 
at its present high level the company 
will show a in of 400 per cent in 
sales of Foot Friend Shoes for the last 
half of the present year over the same 
period last year. 

In order that every employee of the 
factory be kept familiar with the ad- 
vertising done by Lape & Adler, a copy 
of each of their advertisements in the 
business papers is framed and placed 
on every floor of the factory, in the 
lobby of the building, and a on the 
desk of general manager, W. T.' Dick- 
erson. 


Lawrence Clark Is Honor 


Guest at Farewell Dinner 


Boston, Mass.—Forty friends of 
Lawrence Clark, advertising manager 
for the Griess-Pfleger Tanning Com- 
pany, gathered at the University Club 
Friday evening, July 15, to give him a 
farewell dinner and to wish him suc- 
cess in his new capacity of manager 
of the “Little Show Room,” which 
Griess-Pfleger Tanning Company have 
opened at 1 Park Avenue, New York. 

In the comparatively few years 
which “Larry” Clark has spent in the 
Boston leather district, he has made a 
host of friends through his modest and 
sincere personality. His work speaks 
for itself through the much admired 
advertising issued by the _ Griess- 
Pfleger Tanning Company. It is un- 
derstood: that he will continue to con- 
duct the advertising in connection with 
his new duties. 

Prominent among those present were 
J. W. Griess and Harry Hollmeyer of 
the Griess-Pfleger Tanning Company. 


Gale Shoe Company Bought 
by Haverhill Manufacturers 


HAVERHILL—George H. Carter, this 
city, and Col. H. Clinton Taylor, Ports- 
mouth, N. H., have purchased the plant 
of the Gale Shoe Company at Ports- 
mouth, N. H., from Herbert E. Gale of 
Exeter, N. H., and wil! conduct the 
business. The Gale company, former- 
ly of this city, has conducted factories 
in Portsmouth, Exeter, and Manchest- 
er,, N. H., over a long period of years. 
The business is now being concentrated 
at Manchester, N. H. 

Mr. Carter, long a resident of this 
city, and for many years associated 
with the Gale company, is a widely 
known shoe man. It is understood that 
Mr. Carter, with Col. Taylor who has 
also been associated with the industry 
in several capacities, will operate the 
Portsmouth plant for the manufacture 
of women’s shoes. 











Dickson Made Treasurer 
of Endicott-Johnson 


NEw ‘YorK—The Endicott-Johnson 
Corporation has announced the election 
of William F. Dickson as treasurer and 
member of the board of directors, suc- 
ceeding J. D. Caden, whose death oc- 
curred recently. Mr. Dickson, who is 
a Canadian by birth, was formerly con- 
nected with Touche Niven & Company, 
New York public accountants, and 
entered the Endicott-Johnson Corpora- 
tion in 1919 as audtior. The Corpora- 
tion also announced that William C. 
Tobin, manager of the Boston office has 
been elected to the board of directors 
succeeding Chester B. Lord, resigned. 





Sherwood Outing 


RocHEsTerR, N. Y. (UTPS)—More 
than forty employees of the packing 
department of the Sherwood Shoe Com- 

any.had their annual outing Saturday, 
valy 9,.at Long Point Park on Conesus 
Laké, near this city. 

A program of sports was conducted 

and a boat ride taken around the lake. 





Dancing was enjoyed in the evening. 











WHERE TO BUY 


Women’s Novelties 





" $3.50, $4 & $5 Sellers Why not you? 


Samples sent and ¢ 
returnable at 
our expense. 

Samuel Cohen 
Shoe Co. 

ates” wpe 





PROPS 





“9 
Boston, Mass. 








Latest Styles at 
Popular Prices 
in Stock  ~ 

ST-NEW YORK 














St te Oe 


WHERE TO BUY 
Ballet Slippers 





orm 











N*- ALLETS 
. _B Tarn, Viel Kid 
Im Steck 
Seft Tee: cates, $i. M5: it 
Misses’ $1.20; Women's 
1.25. Hard tee: id’s 
25; Misses’ H 
‘eomen's $2.35. 


os iw ow ways NewYork 


P on q Everything Me A Silppers 














BALLET SLIPPERS—IN STOCK 

of the unusual kind 

B102 Bik. ho aw | Kid, Seft Tee 
ia’ . te 1—$1-38 

Gieene 4 tez— t 

Women’s 2 te 8— 1.48 


Alse Hard Tees 
SCHWARTZ & HERDER, Ine. 


jalists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 


















Rend ter 
Bampies. 
ROTH ¢ RO 
124 N 


NBERG SHOE 
ora St., Philadelphia 








Im Steck Black Bal- 
oie —— 


fee HEE 


BLOG SHOE Ine, 
a7 Deane St. 
New Yerk, N. Y¥. 











LYONS AND COMPANY 
Hand Tern BALLETS 
Wo's. Miss’. COhd's. 
$1.46 $1.40 $1.35 

Also Hard. Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 

New York, N. Y. 
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Smart Numbers For Immediate Action 


Here are some of the best 


These shoes were bought at 
sellers of the mid-season. 


the recent Boston Show on a 

made-to-order basis. They’re 

here for immediate delivery. 
Yours truly, 

Geo. M. Rosen, Gen’l Mgr. 


They are types that will reach 
through to early Fall with 
Profit. 





Charlotte 


All Patent Leather 
20/8 Spike—14/8 Ouban 
$4.00 





No initial orders on a style for 
irs. 


Janet less than 12 pa 
Patent Vamp, Light Brown 
Serpentine Quarter, Slide Hatntie 
Centre Buckle All Patent Leather 


20/8 Spike—14/8 Cuban 
All Black Satin 
Spike only 
All Patent, on Square Toe 
14/8 Cuban only 
$4.35 


20/8 Spike—14/8 Cuban 
$4.60 


All Patent, 20/8 Spike only 
All Patent, with Medium Toe 
18/8 Spike and 14/8 Cuban 
$4.00 





MERCHANTS wae R SHOE COMPANY 


Boston, Mass. 
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Width 


as well as 
Length 


determined With “The Foot 
Chart.” Gives correct 
size shoe required ac- 
cording to width and 
length of foot. 











DIFFERENTLY BUILT, . . . 


ern olce 






Ease and 
Protection 


for Feet that Ache 


There are very few men with arches so sturdy 
and springy that they wouldn’t appreciate the 
added comfort and protection afforded by 
Copeg-Arch construction. 


Every Shoe Store fit- 
ting shoes needs a Foot 
Chart. No guessing— 
Be sure of size on 
sight. Directions with 
each chart. 
. 

Write us, if your Job- 
ber cannot supply. 


Pegging permits building the shank in this 
better way. 











“The Foot Chart” 
Quick—Easy and 
Correct 


Write for the whole story. 


The Copeland & Ryder Co. 


Jefferson, Wisconsin FRANK W. Wuirtcuer Co., Mrrs., Boston, Mass. 
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Tufskim 
is the 
additional 
factor 
that will 
clinch 
sales. 


* * * 


It is cool. 
It is 
fast in 
color. 

It is always 
sanitary. 

* * * 
Makes you 


walk on air. 


RESPR O 


Providence + 


IN Ce 
R.I|. 
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The Camels Are Coming! 


PLAN YOUR SHARE OF 
THIS BUSINESS NOW 


GOLO now has ready a complete line of the 
world-famous, camel’s-hair slippers. This is 
the right time to make advance preparations for 
your volume-selling attractions next winter. 
Camel’s-hair slippers are invariably oversold 
long before the holidays, so figure now on your 


padded 

heel, felt lined. In 

shark, lizard and 

alligator grains. In 

stock in 7 different shades, including the popular 
Jade color Men's and Women’s in All Sizes. 


Soft sole Satins 

with covered wood 

heel or with soft 

padded heel. In 
square and diamond quilt. Also made with 
flexible leather sole and heel. 


Complete Slipper Lines in Satin, Leather 


and Better Grade Felts; Imported French 
Mules and D’Orsays—ALL IN-STOCK. 


GOLO SLIPPER COMPANY 


129 DUANE ST., NEW YORK 


Chicago Branch Office: 1634 Republic Building 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 


4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, 
Monday of the week of publication in order that advertisements be 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 





Boston, Mass., on 
be published same week. 














Ta 












SALESMEN WANTED 





SALESMEN WANTED 





POSITION WANTED 











shoes. 


WESTERN PENNSYLVANIA and 
WEST VIRGINIA 


Experienced high-grade salesman wanted who is acquainted with 
trade in Western Pennsylvania and West Virginia by long-established 
South Shore manufacturer making a nationally-known line of men’s 


ADDRESS C-949, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


Young Man 


who has had experience in every 
department of a women’s English 
high-class shoe factory, who can 
qualify as a buyer of upper leather; 
who has had retail store experi- 
ence; and who is familiar from 
actual contact with sales and ad- 
vertising problems, wishes sition 
where his practical knowledge and 
ideas can be capitalized by some 
American house. Would fit into 
any factory organization, retail 
establishment, or leather house, 
which has a real opportunity to 
offer to a live man. Address C-947, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















Real shoe salesmen with established 
trade in New England, Pennsylvania, 
Illinois, Indi entucky to 
carry the popular brand of Little Witch 
medium-priced stitchdowns. Liberal 
commission. Wonderful opportunity for 
right men. References required. 


VAUGHAN BROTHERS, Salem, Mass. 





Experienced Shoe Salesman 


to handle women’s popular-priced, quality, 
novelty McKays St. Louis line on com- 
mission basis in the state of Iowa. 
Some trade there now. No objection to 
non-conflicting line. Address C-946, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











Michigan, Minnesota, North and 
South Dakota 


territories open for a line of babies’, in- 
fants’, children’s and misses’ stit 
downs, misses’ and a tga girls’ welts, 
Give references in rey Helmholz 
Shoe Mfg. Co., Mi waukee, Wis. 











LIVE WIRE SALESMEN 


for Northern, Southern and Western 
States for a line of women’s popular 
priced novelty footwear; everything in 
stock. When writing give references 
first letter. 

VELTY SHOE COMPANY 
32 South Wells St., Chicago, Ill. 














REPRESENTATIVE WANTED FOR ST. LOUIS 
MADE WOMEN’S NOVELTY MCKAY LINE 
We have desirable territory for the right man, 

popular price McKays. Give full detail, ae 

and territory covered at this time. rres 

will be treated in strictest confidence. Address C- 934. 

ome Boot and Shoe Recorder, 207 South Street, Boston 
ass. 


WANTED—Salesmen for Rocky Mountain 
States, North and South Dakota, Minnesota, 
Wisconsin and Iowa, to sell an In Stock Line 
of five, six and seven dollar men’s dress shoes 
on straight 6% commission basis. Applications 
to receive consideration must give references 
7 go C1 — No - 
ne. ur men 
notified of this ad. Write C-914, care of Boot 
and Shoe Recorder, 207 South St., Boston, 





OE salesman to carry well-advertised, 
S popular priced line, of soft ‘and hard toc 
and turn boudoir fy N in leather 
and satins. Commission bas eek Re 
sition; very profitable idatine JOH 
McNAMARA, Haverhill, Mass. 





WE need several men to carry as a sideline 
our products of spats and shoe novelties 
and cut steel buckles. Applicants must send 
references in , ieee first letter inorder to be 

considered. ANOLIS MANUFACTURING 
COMPANY, ut No. Crawford Ave., Chi- 
cago, Ill. 





POSITION WANTED 








Experienced Style Man 
and Leather Expert 


Twenty years’ experience, and now 
associated with one of “the largest 
shoe manufacturers in above capa- 
city. Convincing record of success. 
Wishes to make change where 
opportunity will be broader. High- 
est references given and desired. 
Address Key No. C- a“. Boot and 
Shoe Recorder, outh St., 
Boston, Mass. 











POSITION WANTED 


ee CHIROPODIST—AI1 

HOE MAN—WANTS TO CONNECT 
Witit LARGE RETAIL SHOE OR- 
GANIZATION OR DEPARTMENT 
STORE TO BUILD UP AND MAN- 
AGE CORRECTIVE FOOTWEAR 
DEPARTMENT AND DEPARTMENT 
ACTICE AND 
EXPERIENCE. 


A G 
TION CONSIDERED. EXCELLENT 
REFERENCES. — DE- 
TAILS ON REQUEST 
Address C-937, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 




























UCCESSFUL shoe manager and buyer for 

department or exclusive store wants to make 
change. Have merchandised all grades of ladies’, 
children’s, men’s and boys’ shoe departments for 
fifteen years. Married and good morals. Ref- 
erences furnished from all a past or 
présent. Prefers South or est. Address 
C-936, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


RETAIL. SHOE MANAGER AND BUYER 
with sixteen years’ experience would like to 
make change about Sept. Ist. At present with 
firm in Pennsylvania doing over one hundred 
thousand dollar business annually. Experienced 
in high grade ladies’ and men’s shoes. 35 
ears old. Married. Prefer to locate in New 
ork State. Good reference on request. Ad- 
dress C-942, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


BUYER and Manager of bargain rong depart- 
ment doing about $100,000.00 annum 
desires to make a change. Reply to S*SIDNEY 
BASCH, 719 Gibson St., Scranton, Pa. 


SHOE BUYER wants change. At present 

manager $5 and $6 department doing $150,- 
000.00. Expert promotional and figure man. 
Familiar all gto ranging $3 to $15 retail- 
ing. 30 years young. ull of pep and ideas. 
References. Address C-933, care Boot and 
Shoe Recorder, 207 South Se. Boston, Mass. 
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FOR SALE FOR SALE MERCHANT NEEDS 














SHOE STOCK FOR SALE = Milbradt 


Forty thousand dollar stock of nationally advertised lines. 
Retail seven to ten dollars. Best known and advertised store 
in community. Lease expires December 31. Building to be 
wrecked and office building erected on location. Room 20 x eee] ~Made in all styles 
120. City 40,000. Wonderful sale opportunity. Address oe ae Ce 


condition. 
C-941, care Boot and Shoe Recorder, 207 South St., Boston, Get cur orice defere 
Mass. 


3 
if) ; 
Ueeees 


5} 
gb 


made for 40 years 
by the original in- 
ventors. 


jjprsee 
melt 
a 
3 
a) | 


pubes 
nit 


placing your order 


Milbradt 
Manufacturing Co 


| 2416 No. 10th Street 
FOR SALE! FOR LEASE ST. LOUIS, MO. 


475 Pairs CANTILEVER T° LEASE—Small space and window. Ladies 
SHOES shoes; 100 per cent location; fixtures all 
set; fine opportunity; established business. Ten 


; : th d lation. P. W. ARTMA) 
Sizes 4 to 9, AAA & E Widths Chillienhe, Meo HARTMAN, 


As we are discontinuing this line 
in our stores we will entertain 
CASH offers for the entire lot. 
Complete size scale on request. TO LET 
Make us an offer ! 
These shoes cost on an average T° LET — Meters equipped basement fer 
° women’s an children’s popular price s joes 
$7.25 a pair. 100% location. Main floor handling women’s 
MODEL SHOE STORE popular price ready-to-wear. LOGAN’S, 126 


13 Taunton Green, Taunton, Mass. yoming Ave., Scranton, Penna. 


Wh 
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OR SALE—A complete line of Shoe Store WANTED TO PURCHASE 
Fixtures consisting of Four Setees, Stools, 
Cash Register, Show Cases, Window Fixtures, 
etc. Fixtures are located in a city fifteen miles 











from Boston. Address C-935, care of Boot and 
Shoe Recorder, 207 South St., Boston, Mass. CASH PAID 


OR SALE—Right in Brockton district, Men’s P . 
F Welt Factory with equipment for 600 pairs for entire shoe stocks or surplus stocks of | HE big H- W line of shoe store 





hoe Sal ith shoes or other merchandise. An uantity. 
capital as partner, Act quick. Address C045, | Prompt attention given. sal gaphiny chairs covers all seating 


B d Shoe Recorder, 207 South St., 
een KIRSCH-BLACHER CO., Ine. ae. ate’ pers sone 
622-624 Broadway, New York; N. Y. above, will deliver satisfactory 
Phone Spring 1443 service over a period of many 
LINE WANTED years. Investigate our free 


seating service. 














HIGHEST CASH PRICES PAID — — 
WANTED. LINE—Ladies’ McKay manufac- for entire shoe stocks. We also buy your f hield 

turers line to case lot buyers. Have trade surplus or slow sellers. Quantities no object. tele 
at once. J. PETERS, 2508 Baker St., Detroit, Retail or wholesale. Short term leases taken 
Mich. off a —_, ba +o =. Corre- ore, Md.; Boston, 

spondence confidential. Established 1890, : 

INE WANTED—Aadies’ line of Turns, MAX GLAUBERG ry ", Gheaeo, Ils Kinaay Chey. Mos 
a and a 3 from $4.25 » 00. 436 Grand Street, New York City Philadelphia, Pa.; St.Louis,Mo.; Port- 
trictly commission, by competent salesman We also purchase clothing, hats, furnishing , Oregon; San Francisco, Calif, 
with a big line of good accounts. Southern goods, etc Dry Dock 0852 
territory. References given. Address C-944, - : 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


LINE WANTED—Young hard working Sales- 
man now traveling by auto in Utah, Idaho 


Montana, Eastern ashington, and Eastern Sell Us Your Left Over 


Oregon, representing good line of Men’s and 


Boys’ style Welts, wants equally good line of New Yorn Exroar Puscuasine Coar. 


popular-priced Womens Novelty Shoes for same 


territory. Commission basis. Prefer short, 596 Broadway, N. Y. City 
c- ae line. ee .—s4 j 
Address -943, care Boot and Shoe Recorder, ] Qp Entire Stock for Cash W NDOW 


WANTED—Line of men’s shoes to sell direct DISPLAY FI oa 


"Y to wearer. Address C-939, care Boot and 
Shoe Recorder, 239 W. 39th St., New York. 


FOR LEASE oe SEGALLE "SONS 


SHOR, DEPARTMENT FoR Least—one | ADVERTISING NOVELTIES 933 ARCH ST. 

ment stores in ‘Richmond, Vax. will lly - and SPECIALTIES PHILADELPHIA, PA. 
shoe epartment for lease in the very near COMPLETE LINE. WE HAVE IT. WE ° 

oe 5 ee a Oy WILL GET IT. WE WILL MAKE IT ARE BUSINESS GETTERS 
ment has been established for a great number YOU. 


of years and is now doing a nice volum W. E FOLLIS ADVERTISING SERVICE Fi WR ¢ ATAK G 
Adivess C940, care of Best end Shee Re. 180 N. STATE STREET CHICAGO SEND 
corder, 207 South St., Boston, Mass. 
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MERCHANT NEEDS 


MERCHANT NEEDS 





Kirkpatrick Talks to 





Kennedy Salesforce 














The Fixtures They All Like 





WINDOW DISPLAY FIXTURES 


th 





ly Al 











Amar SALES ARE MADE ONTHE SID cael 








Write on Your Letterhead 


No. 611 W. 4th Street 


The Oscar Onken Co. , cincinnati, O. 





BosTton—Ray Kirkpatrick, in charge 
of retail sales promotion for Kuppen- 
heimer, Chicago, addressed the entire 
sales force of the ten Kennedy Co.’s 
men’s stores at a quarterly sales con- 
ference dinner held at the Hotel Len- 
nox, this city. Salesmen were present 
from Hartford, Providence, Brockton, 
Beverly, Lynn, Salem, Boston, Worces- 
ter, Hyde Park and Sprin«field. Mr. 
Kirkpatrick told the salesmen how to 
sell more men’s clothin~ and shoes. He 
gave a few illustrations from his own, 
personal, experience. Mr. Kirkpatrick 
has been a salesman in the retail stores 
of Chicago, Omaha and Washington 
during all of his business life. Marcus 
McWeeny, buyer for the Kennedy shoe 
department here, said: “Mr. Kirkpat- 
rick gave one of the greatest sales talks 
















I ever heard on ‘How to Inject a Man’s 
Personality into His Salesmanship.’ ” 











This 
ornament 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 
Supply Houses. 








STORE SUPPLIES 











colonial 
with 

















Superior Shoe Ornament Co. 


394 Ralph Ave., Brooklyn, N. Y. 








SHOE 





SHOE 


FRANK ( 


CSTasLisneD 


LABELS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


23-271 LEXINGTON AVE, BROOKLYN, HY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


FINISHES 
WALNUT 
MAHOGANY 
OR NATURAL 











CARTONS 









GLASS EYES 














Send for catalogue. 









These or Made ot I Hardweed 


STANDS 
$1.50 EACH 
12", 18”, 24” High 



















GLASS EYES 








pn Ry Gcccvative Information for Shoe Merchants 
The advertising @ the Boot and Shee 
2, SqRearras Recorder comsttvie tn almost inexhaustible wares 








New York, N. Y. 








WITTEN EVES 





Shows 42 Per Cent Men’s 
Shoe Gain 


Boston, Mass.—Marcus McWeeny, 
shoe buyer at the Kennedy Co.’s shoe 
department, says that during the first 
week of the recently held sale at his 
store, his business showed an increase 
over last year’s of 42 per cent. Mr. 
McWeeny believes in selling 
wardrobes.” Recently a young man, 
who was going to a seminary, called at 
the store, accompanied by his mother, 
and asked for a pair of black high 
shoes at $7.85. Here is what he pur- 
chased before he left the store: Two 
pairs of black high shoes; two pairs of 
black low shoes; one pair of overshoes; 
one pair of rubbers. The total sale 
was $30, instead of less than one-third 
of that amount. 






















Hinshaw Buys Benson 


LADYSMITH, Wis.—The shoe store of 
Benson brothers in this city has been 
purchased by Percy Hinshaw, clerk in 
the Benson store for more than six 
years. The new firm will be known 
as the Hinshaw Shoe Co. Mr. Hinshaw 
has announced that he will operate the 
store on a strictly cash basis. 

Benson brothers operated the store 
since 1919 when they took it over from 
Robert March. George Benson man- 
aged the business until his death in 
January, 1924, and then G. C. Benson 
took charge. 











































Levy Returns from Europe 


NEw YorKk—A. Levy of A. Levy Com- 
pany, importers of shoe buckles, has 
just returned from the leading Euro- 
pean markets. He formerly was con- 
nected with M. Guggenheim, Inc., but 
resigned last March to open his own 
office at 9 East 37th St. 


* 





















Move New York Office 


NEw York—The New York offices 
and salesrooms of Laird, Schober & 
Company, Philadelphia, are being 
moved from the Aeolian Building, 
West 42nd St., to new and larger 
quarters at 535 Fifth Avenue. 
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REPCO STRETCHERS~ 
Standard Equipment 








In Every Good Shoe Store 


5 ® COMPLETE stock of Repco 
= STRETCHERS is a distinct asset 
: to every shoe store. To have 
KiHS a1] sizes of stretchers is al- 


most as essential as a full run of sizes of 


a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco STRETCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe RecorpeR 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


THE WELL DRESSED MAN AND His 
SHOES (illustrated) ... 


A Monthly Service Feature. 


THIS PROSPERITY IS DIFFERENT.... By Archer Wall Douglas 
The Economic Situation. 


BIGGER AND BETTER PROFITS By Retail Merchants 
More Letters on “The Curse of 


the Shoe Trade.” 


THE VOICE OF THE RECORDER Opinions of the Editor 


For EARLY AUTUMN SELLING New Merchandising Stunts 


Tackle the Seasons in Advance. 


NEw ENGLAND THRILLS THE SHOE 
WoRLD Renewed Confidence 


A Section Appraising the Results 
of the Boston Show. 


How To Duck COMPETITION By Harry Locey 
The Small Merchant’s Problem 
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Next Week 


you will find 


in the 


Boot and Shoe 


Recorder 


S there any greater folly than 

that of disposing of goods be- 
low cost? Yes—there is. There is 
greater folly in knowing that situa- 
tion exists and complaining of it, 
without doing anything about it! 
We wish it were possible to set up 
in every private office within the 
trade the card that Papa George of 
Temple, Tex., gives to talkative 
traveling men: it reads, “If you’re 
so damn smart, why ain’t you 
rich?” Look, therefore, in this issue 
for the cool logic of making money 
on other people’s ideas, O. P. I. 


O people always want what 

they ask for? Isn’t it possi- 
ble, sometimes, to interest them in 
something different or even to add 
to their wants by skillful display 
of merchandise after they are in the 
store? Yes, says a merchandising 
counsellor and he tells how it has 
been and can be done. 


E had planned for this week’s 

issue a study of proportions, 
what merchants selected for their 
stores, blacks and colors, ties, 
pumps and straps, but this feature 
will be more timely in our issue of 
Aug. 6. Will you mentally make a 
forward pass to that date? 
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When a foot arch sags 








ea 
How can you correct it ? 


Can you place under it a support which will at once put the bones 
back in their original normal position? 


NO This would cause intense pain. They took months to come 
down where they are. They can’t be eased back in minutes. 


Can you arrest the falling of the arch and gradually ease it back to 
normal position, springiness and freedom, from pain? 


Y E —butonly by fitting it with an ADJUSTABLE appliance and in- 


creasing the elevation as the condition of the foot improves. 


Common sense tells you that foot correction is impossible 
without from time to time increasing the elevation of the arch. 


Therefore— 


There is no such thing as a corrective shoe. There is no such 
thing as a corrective non-adjustable support. 


Dr Scholls 


Corrective Foot Appliances 


are easily adjusted with Dr. Scholl’s Arch Fitter 








Just a few taps and they are shaped accurately to the contour of the 
customer’s feet. This painlessly arrests the falling of the arches. The 
customer is asked to come back in three or four weeks to have the sup- 
port raised as improvement permits. This is repeated two or three times 
—a service which cements the customer to the store—and there is cor 
rection. It will pay you in-more ways than one. 


THE SCHOLL MEG. CO., Inc. 


Largest Makers of Foot Appliances in the World 











With this Arch Fitter Dr. Scholl’s Corrective 213 W. Schiller St., Chicago 
ee 62 W. 14th St., New York 112 Adelaide St., E., Toronto 1-4 Giltspur St., London, E. C. 
of the foot improves . Branches in the leading cities of the Worl2 
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